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N° matter what the individual 
power transmission problems 
of a prospect or customer may be, 
the Dodge line and Dodge engineer- 
ing can offer an effective and eco- 
nomical solution. Whether it is line- 
shaft, group or individual drive or 


a combination of them, an assembly 








of Dodge appliances will provide a 
transmission unit exactly fitted for 
the service required. Because Dodge 
distributors have at their disposal, 


not only the complete Dodge line 





but specialized engineering as well, 
they enjoy distinct competitive ad- 


vantages and unusual opportunities 


for profit. 





*“Cracking a tough nut isn't 
nearly so much a matter of skill 
as it is being properly organized 


with a nut—cracker.’’ 





THE GREAT PUMP MYSTERY 


SYNOPSIS: Discovering that his customers buy many pumps with- 
out his company having a chance at the business, the head of a 
supply house decides to investigate. One salesman is appointed 
to specialize, and several months of work follow. As Episode 8 
opens, the head of the company is discussing the situation with a 
salesman of the pump manufacturer whose line is being handled. 





EPISODE NO. 8 


RE TE 


E THINK that you people have done very well since you started to 
build up your pump business,” said the pump manufacturer’s sales- 
man. “How do you feel about it”? 

“We haven't any kick,” replied the supply house head. “We're 
vetting some business, and people are beginning to realize that 
pumps aren’t so ‘all-fired’ mysterious that a good supply house 


can’t understand them. Charlie is getting quite a name as a pump man.” 








“Well, you certainly made a good choice when you put Charlie on that job,” 
said the pump salesman. “Of course, ’ve had to help him out on some of the jobs, 
but that’s what I'm for. How are the other men doing?” 

“You know, I think those boys used to shy away from a pump inquiry,” said 
the supply house head. “Until the last few weeks, they were afraid somebody would | 
ask them something about pumps that they couldn’t answer.” 


“That’s natural. Nobody likes to look dumb.” 

“Now they know they can call on Charlie,” continued the supply man. “They 
know you have shown Charlie how to use the information that you people supply. 
They know he has studied it and “knows his stuff... They’re not afraid of anything, 
and they've got their eyes peeled for pump business all the time. As far as we’re 
concerned, I think we can safely say the Great Pump Mystery is solved.” 





(If you havea pump mystery...if you are not selling the pumps 
that are sold in your market...we will gladly show you how 
you can organize to get the business. It is a substantial and 
profitable business, and we can afford to show you how to 
get it because we can supply all* your pump requirements.) 


ee 


*The only complete line of industrial pumps for every type of service is made by 


GOULDS PUMPS Inc., Seneca Falls, New York. 
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A Platform for 
Distributors 


1—ECONOMIZE 


By eliminating wasteful 
uneconomic practices. 


2—LOCALIZE 


By studying thoroughly 
the territory covered to 
determine the profitable 


trading area. 


3—SPECIALIZE 


By concentrating sales ef- 
forts on profitable items in 
known markets. 


4— ADVERTISE 


By developing a well- 
balanced program of 
publicity. 


A. M. Morris, General Manager. 
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Mill Supplies is in its 
twenty-second year of serv- 
ice to the mill supply field 
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ARE ALWAYS MARKED WITH THE “DIAMOND” 
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View showing one-piece screw-over bonnet of Fig. 106-A, Jenkins Standard Bronze Globe Valve, Screwed. Other 


special feature is slip-on stay-on disc holder. 


For 150 lbs. steam or 250 Ihs. water working pressure. 


This strong sturdy one-piece bonnet 
will appeal to your most critical buyer 


TRENGTH dominates in 

a Fig. 106-A Jenkins 
Standard Bronze Globe 
Valve. Sturdiness and stam- 
ina are obvious in every 
part. 


For example, the instant 
you show the bonnet to a 
buyer, he immediately rec- 
ognizes the solidity and dur- 
ability of Jenkins design. He 
can see that this bonnet can 
be taken off and replaced re- 
peatedly without danger of 
distortion or springing. Jen- 
kins workmanship unmis- 


takably radiates Jenkins 
value. 

As with the bonnet, so with 
the extra deep stuffing box 
that holds more packing, the 
greater number of spindle 
threads in contact with the 
bonnet, the slip-on stay-on 
disc holder and other Jen- 
kins advantages. 

Where can the buyer find a 
valve that has all these 
money-saving features? A 
Jenkins will appeal to even 
your most critical customer. 
We shall gladly send you 


our Leaflet 141 which item- 
izes all these important talk- 
ing points. 


TU7TATC 
JENKINS BROS. 
80 White St., New York, N. Y.; 510 Main St., 
Bridgeport, Conn.; 524 Atlantic Avenue, Boston, 
Mass.; 133 No. Seventh St., Philadelphia, Pa.; 
646 Washington Blvd., Chicago, Ill.; JENKINS 
BROS., Limited, Montreal, Canada; London, Eng. 
Factories: Bridgeport, Conn.; Elizabeth, N. J.; 
Montreal, Canada. 


Jenkins 


BRONZE IRON STEEL 


VALVES 


Since 1864 
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Signs of Business 


Improvement 


ness Bulletin issued by The Cleveland 
Trust Company reveals some interest- 
ing facts taken from a composite picture of 
the 13 important depression periods of the 
past 100 years in this country, beginning 
with the one of 1837. The data for these 
13 periods, which were combined and aver- 
aged for the 12 months prior to the lowest 
point of business activity and the 24 months 
following that point, show stock and bond 
prices turning higher 2 months before the 
low point in business, with commodity 
prices terminating their rapid decline at the 
same point. The upturn in commodity 
prices, however, is delayed until recovery 
in business has been under way 6 months. 
While it is true that there have been 
many variations in individual instances 
from this composite picture, and that this 
depression is longer and more serious than 
the average, it is interesting to compare our 
present situation with what past history of 
depressions shows. 


, \HE September 15 issue of the Busi- 


During the 2-months’ period following 
the first week in July, the average price of 
stocks advanced 100%, while the averages 
of high grade bonds moved up over 30%. 
In this same period, despite the fact that 
cotton prices advanced nearly 100%, com- 


modity prices in general increased but 
about 2%. 


If past history repeats itself, as indicated 


by the composite picture referred to above, 
the low point in business activity should 


‘have been passed the latter part of August 


or the early part of September and definite 
recovery should now be under way. The 
weekly business indicators, released by the 
Department of Commerce in its bulletin, 
Domestic Commerce, for September 29, 
seem to bear out this contention. The 
curves for bituminous coal production, 
wheat receipts, Fisher’s wholesale price in- 
dex, freight carloadings, cotton receipts, 
bond and stock prices, petroleum produc- 
tion, lumber production and Detroit factory 
employment pointed upward. At the same 
time, the business failure curve, while 
higher than for the second week in Septem- 
ber, is close to the low point of the year. 


HILE the automobile business during 

the third quarter was discouraging, the 
recent rise in Detroit factory employment 
may be the forerunner of improvement in 
that industry. At any rate the prospects for 
the final quarter appear brighter at this writ- 
ing. Obviously, any improvement in the 
automotive industry will be immediately re- 
flected in the steel industry, for motor 
manufacturers are among the largest buy- 
ers of steel. 


Recent reports from editors of 115 indus- 
trial magazines also indicate that the low 
point in business has been passed and the 
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upward swing, though as yet slight, is in 
actual progress. 


Carloadings have shown a trend upward 
in recent weeks. Many railroads are re- 
opening repair shops and speeding main- 
tenance programs. 

Modernization of equipment in the meat 


packing industry has been much in evidence 
for several months. 


Conditions in the wood-working field are 
much improved and the outlook, particu- 
larly in the furniture and novelty manufac- 
turing branches, is bright. 


There is an improved demand for both 
industrial paints and those reaching the 
consumer through retail hardware and paint 
stores and any price changes from now on 
are expected to be upward. 


The textile industry seems to be the bell- 
wether of all industries so far as actual 
business improvement is concerned. Prac- 
tically all branches of this industry are firm 
and active. 


Underlying sentiment is better in the 
machinery field, while the chemical industry 
reports an increased demand, a decrease in 
stocks held by producers and an upward 
price trend. 


The cement industry is beginning to ben- 
efit from an increase in highway construc- 
tion and the recent price advances in the 
field are holding steady. 


In the pottery, glass and enamel indus- 
tries, business sentiment is strengthening. 
Raw material prices in these industries have 
risen while the employment index shows a 
greater than seasonal rise. 


Oil refineries are planning plant improve- 


ments this fall and winter in preparation 
for next year’s business. 


In the steel industry, pig iron buying is 
rising slowly, ingot output is up slightly, 
while a moderate increase in demand for 
bar shapes, plates, sheets, nuts and bolts is 
anticipated if public construction follows its 
present increase and automotive and farm 
implement output attains the volume looked 
for in the final quarter. 


Highway and public construction is ris- 
ing, due mainly to the Federal emergency 
loan. Highway contracts for the second 
week of September amounted to $16,000,- 
000, the highest weekly total of the year. 


Further evidence that business is on the 
mend may be seen in the statements of dis- 
tributors from many sections of the country 
appearing on page 30. This is important 
evidence, too, for as Charles S. Pearce, 
president, Colgate-Palmolive-Peet Com- 
pany, says elsewhere in this issue, “The in- 
dustrial distributor, provided he has antici- 
pated the present improved conditions, 
should be the first to benefit.” 


From all indications, the reconstruction 
period is under way. Of course, the road 
back to normal times is not likely to be a 
smooth one. There are many difficulties yet 
to be surmounted. 


More men must be put to work; wages 
must be adjusted to fit the cost of living; 
the cost of government must be lowered; 
taxes must be decreased. These necessary 
changes cannot take place overnight, but if 
everyone will put his shoulder to the wheel 
and aid the constructive forces now at 
work, he will hasten the return of better 
times. 











Distributor’s Position is Strong 


PERSONALLY I have always been a firm believer 
in the essential rightness of the distributor’s posi- 
tion. His function has ever seemed indispensable 
to the economic picture. But never in my years of 
experience, either in the electrical field or in the 
manufacture of dental products, have I deemed his 
position more sound. This is his inning. However, 
to warrant this renewed respect, he must remain a 
distributor in every sense of the word. 


In our particular company, we recognize that our 


job is one of production and sales, and we are will- 
ing and anxious that the distributor assume for us 
the job of maintaining adequate stocks of industrial 
supplies and equipment which we need to keep our 
plant geared to maximum production efficiency. In 
this way, we save in market changes, warehouse ex- 
pense, clerical help, accounting costs, and stock de- 


terioration. W. W. Templin 


Vice-President 
The Pepsodent Company 
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Non’s the time to Concentrate 


on SMALL PLANTS 


The top man at Pritzlaff’s—with 16 years of sales 
experience behind him—presents his ideas on how 


' Y HEN times were good, all 
of us concentrated our 
sales efforts on the “big 
fellows,” but now the smaller manu- 
facturers and machine shops are 
doing more business, proportion- 
ately, than the giants of industry. 
Therefore I find that now is the time to concentrate 
on the small plant. 

Buyers tell me that many salesmen have lengthened 
the time between their visits since orders are not so 
regular. This is a break in the buyer’s favor because 
they don’t have to feel any obliga- 
tion toward men who slacken their 
efforts. Meanwhile these men go 
blissfully on their way, confident 
that they were right in calling less 
frequently as results show they are 
scarcely covering their traveling ex- 
penses as it is! 

I find I am busier now than when 
times were good. Of course my 
volume has fallen off some, but that 
has made me redouble rather than 
lessen my efforts. Where before I 
made 8 to 10 calls a day, I now 
average 15. Oftentimes these visits 
net no immediate results, but event- 
ually they pay dividends in the form 
of orders. 

One buyer actually confided in me that the man who 
continues to call regularly and wears a prosperity ex- 
pression despite the darns in his socks and despite the 
day’s orders is the one who gets his business. 











RULES FOR GETTING BUSINESS NOW 


1. Call more frequently and regularly than 
ever before. 


2. Spend more time with small plants and 
machine shops than formerly. 


3. Wear a prosperity expression regardless 
of the darns in your socks. ‘ 


4. Give service, but be sure your company 
profits by it. 
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“T ragged the buyer about it 
considerably.” 


to get business now 


By M. VOIGHT 


Salesman, John Pritzlaff Hardware 
Company, Milwaukee 


Because of conditions customers expect, and get, 
phenomenal service. We always have three and some- 
times four deliveries a day, so service is one of the best 
things we have to offer. As “Salesman Sam” says, ““We 
don’t have to talk service, we give it.” Occasionally, in 
spite of all these deliveries, 
some customer will call me 
just when a truck has left and 
want something in a big hurry. 
As a rule, I put the order in 
my car and deliver it person- 
ally. In most cases this service 
is highly appreciated, but I re- 
call one time when a chronic 
hurry-up buyer wanted some 
hack-saw blades immediately. 
Our truck had just left so I 
promised to deliver them my- 
self. It was 10 miles out of 
the way, but I was glad to 
make the trip to help out my 
customer, 

The next day happened to 
be my regular day for calling at this plant, so I stopped 
as usual, and there was my package of hack-saw blades 
still unopened! I ragged the buyer about it considerably, 
and told him that I knew he didn’t want us to lose money 
on his business, but that was exactly what we were do- 
ing due to his constant demand for rush orders. Since 
then he has not shouted “Wolf, Wolf!’ unless he meant 
it. I have found that the chronic hurry-up buyer does 
not realize the cost of service and is not so apt to impose 
on your good nature if you state the facts. 

While business is not easy to get these days, there is 
some to be had. Here are my rules for getting it: 

1. Call more often and regularly than ever before. 

2. Spend more time with small plants and machine 
shops than formerly. They may survive this depression 
far better than their big neighbors. 

3. Wear a prosperity expression regardless of the 
darns in your socks, 


4. Give service, but be sure your company profits 
by it. 








Youve Got to TELL’ EM 





R. C. Duncan 




















who line up every morning at the main intersection 
on the thoroughfares leading downtown. 
Through the summertime I patronized them and en- 
joyed it, for in them I found 
the same characteristics that 


J UNIOR salesmen—that is what those newsboys are 


to SELL’ EM 


How the Duncan Company is 
carrying through on its program 
of market determination 


By R. C. DUNCAN 


President, R. C. Duncan Company 
Minneapolis 


He would call out his “wares” and look you straight in 
the eye as though he were saying, “Mister, if you don’t 
read this paper your day will not be complete.” 

Better yet, Bill thanked me for buying from him in a 
way that made me believe that he was the fellow with 
whom I wanted to do business regularly. 

Three things sold me on Bill. He talked about what 
he had to sell, he went after his prospects and he sin- 
cerely thanked them for the orders. 

Watching Bill work got me to asking myself how we 
could produce more of his type in our own organization. 
After considerable planning, we hit upon the following 
program of action. 

A few months ago, we made a market survey with 

what we termed “Easy 
Reference Cards.” (See 





are found in senior salesmen. 





I started in by buying a 
paper from the first boy I 
met. Next morning I tried 
the next one and so on 
down the line. Then I came 
back to the boy that had 
done the best selling job. 

The first little fellow 
thought he was doing me a 


As a result of its market 
survey, the Duncan Company was able 
to show individual salesmen where they 
were falling down in their sales efforts 


page 10, Mitt Sup- 
pLies for April, 1932.) 
This survey turned out 
to be very successful in 
developing new busi- 
ness, but we had no ac- 
curate check as to just 
which items had been 
the best sellers. 





In order to fill this 





favor by handing me a 
paper and taking my money. 
You have seen many senior salesmen like that, no doubt. 

The next one at least thanked me for buying a paper 
from him, but if I had not been looking for his stand, 
there would have been no sale. 

Among the next ones, wasa fellow who held up his paper 
so the motorist could see it, but after the sale was made 
there was no indication of appreciation for the business. 

So on down the line until I came to Bill, a good- 
natured little fellow who was anxious to make a sale. 
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gap, we made out a 

new card for every cus- 
tomer, but this time instead of marking what he could 
or should buy, we checked the items he did buy during 
the first six months of the year. These cards gave us 
some intensely interesting information. Before they 
were turned over to our salesmen, we made a survey of 
business developed. We found that out of some 175 
customers who had been sold industrial paints, only 8 
had purchased paint brushes. We also found that all 
of one product was going to but four customers and yet 
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it is a product for 
which there is a wide- 
spread application. 
Better yet, these 
cards brought: out the 
fact that certain sales- 
men were selling prac- 
tically nothing of cer- 
tain classes of material. 
One man, for instance, 
had made but one sale 
of rubber belting dur- 
ing the first half of the 








The use of market survey 
cards has pepped up salesmen and stim- 
ulated business. When a contest among 
the men was inaugurated a short time 
ago to see how many new items could 
be sold, each salesman added from three 

to six the first day 


ing is very likely to be more 
effective in convincing users 
to buy from us as distribu- 
tors rather than direct from 
the manufacturer than any 
other arguments we can 
think of. 

In addition to using these 
survey cards ourselves to 
show us what a customer 
has been buying, some of 
our salesmen have also 


year. 


made a copy of the checked 
card for the customer so 








In presenting our 
plan of procedure to 
our sales force, we emphasized the importance of selling 
the trade on the idea of buying from a source having a 
complete line of industrial supplies. With the increased 
cost of doing business, we pointed out that there are 
many factors for users to consider before placing their 
orders. 


By way of example, we compared the difference in 
the cost of placing one order for six items with a dis- 
tributor to that of six separate orders with manufac- 
turers direct. 


In the first place, local orders are invariably tele- 
phoned. In such case, time is a factor. 

Second, if the firm is of consequence the order is 
confirmed and this necessitates a stenographer’s time, 
cost of materials and 18 cents in postage instead of 3 
cents. 

Third, the cost of checking in orders and recording 
them in warehouse books must be taken into consider- 
ation. 

Fourth, the clerical cost of handling invoices, check- 
ing with delivery sheets, and checking extensions and 
prices must be considered. 

Fifth, six checks must be issued in payment of the 
orders costing 12 cents instead of 2 cents. 

Sixth, mailing checks costs 18 cents instead of 3 cents. 

Seventh, the six separate transactions must be entered 
on the books instead of 
one, taking time and 


that he can see just what he 
has been purchasing. In 
many cases, this record spurs the customer on to a 
desire to see how many additional checks he can add by 
purchasing more of his requirements from us. 

Other salesmen prefer to refer to the card just before 
they enter the various plants and thus be prepared to 








S ome of the company’s 
salesmen are using the survey cards to 
show customers just what items they 
have been buying. Often, seeing their 
purchase record will spur customers on 
to buying other of their requirements 

from Duncan 








stress items on which business is not being received. 
The plan has worked out fine. It has pepped up our 
men and stimulated business. We started a contest to 
see how many new checks 





could be placed on the cards 





costing money. 

Thus, it is apparent 
that outside of any time 
consumed by employ- 
ees, the customer plac- 
ing 6 orders direct 
rather than one with a 
distributor would pay 
48 cents rather than 8 
cents. This would be a 
daily occurrence. 

This is a definite 
money - saving which 
cannot be disputed and 
in these times of econ- 
omy users are trying to 
Save every possible 
penny. Hence, such 
common - sense reason- 


paint brushes. 


An analysis of sales 
records for the first six months of this 
year gave the Duncan Company some 
interesting, practical information. For 
example, it brought out the fact that 
of 175 customers who had been sold 
industrial paints, only 8 had purchased 
It also showed that the 
entire sales of one product had been 
made to but four customers, even though 
there is a widespread application for it 


and the first day each sales- 
man had added from three 
to six items. We are con- 
fident that the survey cards 
will continue to prove of 
real aid to our salesmen in 
their selling and to our cus- 
tomers in their buying. 
“Newsboy Bill” calls out 
his wares. He goes after 
his prospects and sincerely 
thanks them for orders re- 
ceived. This sales determin- 
ation system is producing 
“Newsboy Bills” in our or- 
ganization — salesmen who 
appreciate the full meaning 
of the phrase “You’ve Got 
to Tell "Em to Sell ’Em.” 
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There’s Profit in 
Selling Welding Equipment 


WAS very much im- 
I pressed with the state- 
ment, “the welding and 
cutting torch is fast becoming 


Gas and electric welding are not highly 


_ a ee technical processes, hard to handle, nor is it 
eared in a recent issue o 
Mitt Suppiirs in an article true that only a few people know how to 
entitled, “Why Distributors ‘ . 
Should Take to Selling Weld- use them. Welding has long since passed 
ing Equipment.” It is my per- ° ° 
sonal opinion, amplified by the the experimental stage. It 1s now accepted 
experiences we have had in practice throughout industry and the mar- 
selling welding equipment that i ’ a 
this is trme, | ket for supplies and equipment is constant- 
elding 1S tar past the ° ° * . 
ie ek tone or ly expanding. Industrial distributors are 
certainty as to the process it- . , , 
self or what it will accomplish. the logical outlets for welding equip- 
ee ee eee ment and far-sighted ones are taking ad- 
cal and gas welding and cut- 


ting are matters of everyday vantage o the roftit-opbpo tt ; 

practice. The photographs § if P ft PP eo offers 
shown here illustrate a few of 

the endless variety of applica 

tions that are to be encount- 

ered on every hand. 


Early in the development of By HENRY L. ERNSTROM 
welding, it was sought to Sales Manager, J. E. Haseltine and Company 


launch an international weld- Portland, Oregon : 


ers union. The American 

Federation of Labor and its 

national] and international 

affliated trade unions turned 

down this suggestion, ruling that the welder’s 

torch is simply a new tool to be added to the 

kits of mechanics in all trades where welding 

is employed. Therefore, in effect, this ruling 

said that the welding torch could no more come 

under the jurisdiction of any one trade or call- 

ing than could a hammer or a pipe wrench. 
The greatest uncertainty and apprehension 

concerning welding equipment seems to be 

among distributors. Why this is the case is hard 

to determine, except perhaps that old notions 

have a way of living far beyond their time. 


That gas or electric welding are highly tech- : 
nical processes, hard to handle; that only a select d 





few know how to use them; that the equipment 
is unreliable, and a weld is only an emergency 
makeshift at best are out-of-date notions born 


15 to 20 years ago. REPAIRING A GASOLINE LOCOMOTIVE 

Welding processes are definitely established This —— —_ for a = ee weighing 0 
and the market for supplies and eauipment is oe ee Et. a emia 
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HARDENING A GRAVEL 
SCREEN 


A gravel screen, that was 
given a beading of self-hard- 
ening material which was 
run around the meshes to 
prevent wear and make it 
hold its shape. At the left 
is a gravel “impellor” re- 
paired by welding. 








REPAIRING GRAVEL COATING AN AIRPLANE 


BUCKET CONVEYORS SKID SHOE 
The buckets on gravel bucket An airplane skid shoe, coated with hard- 
conveyors wear out too fast, surfacing material to increase its wearing 
but they can be built up and properties. 


hard surfaced by the weld- 
ing process. Note the three 
lower buckets badly worn 
and the fourth from the 
4 bottom which has been re- 
paired better than new be- 
cause the lip is now harder 
than it was in the beginning. 





HARD-SURFACING A 
ROCK CRUSHER 


Before this rock crusher was 
ever put to work it was faced 
with a hard-surfacing mate- 
rial, the work being done by 
an arc welder. This made 
the surface incomparably 
harder and longer lived. 





A PLOWSHARE HARD SURFACED 


About 22 pounds of surfac- Hard-surfacing farm equipment is not 

ing material was required, simply an experiment. Farmers are 

giving the distributor an getting on to the uses of the cutting 

f order of over $50 for that and welding torch, as are the country 
stem alone. blacksmith shops. Here is a plowshare 





which has been hard surfaced. 


steadily broadening. Among the many industries which In addition to the equipment itself, there is a lot of 
already are large users of welding and cutting equipment supply and accessory business—such as metal rods, 
are numbered the railroads, road building and pipe line fluxes, solders, gloves, and goggles to be sold and such 
contractors, oil refineries, street railways, general ma- items carry a good margin of profit. 


chine shops, structural steel shops, airplane factories, Our welding lines are already among the most profit- 
airport shops, shipyards and mines. able we handle and the future outlook is bright. 
OCTOBER, 1932 11 
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in Laying out Sales 


cA more thorough under- 


standing of logical sales territories would eliminate 
considerable territory-jumping and price - cutting. 
Here’s how the census figures can be put to use in 
determining profitable trading areas 


Supply Business, in its survey of the field of in- 
dustrial distribution, determined that one of the 
principal contributing causes of the “profitless pros- 
perity” so prevalent among distributors is “territory 


[se Joint Merchandising Committee of the Mill 


jumping.” 


Although this term has been used in many different 
ways, it is generally accepted to mean going beyond a 


logical territory for business. 


The waste caused by such practice is self-evident. 
The invasion of another’s logical territory requires a price 


concession to make up 
for delays in delivery 
and lack of consistent 
contact by salesmen 
and almost invariably 
brings on a retalia- 
tory invasion. On the 
other hand, business 
secured from custo- 
mers located ata 
great distance must 
carry an unusually 
long profit to support 
increased sales ex- 
penses which are 
bound to occur. Ob- 
viously these two 
factors cannot be 
reconciled, and an un- 
necessary waste oc- 
curs. As a_ result, 
profits are decreased 
rather than increased. 

In the May, July 
and August issues of 
Mitt Svuppiies ap- 
peared a_ series of 
tables and maps de- 
signed to help dis- 
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By J. A. CHANNON 


Associate Editor, Mill Supplies 


The use of Market Statistics 


Territories 


tributors in determining a logical 
territory in which they could rea- 
sonably expect to operate at a profit. 
They were based on data collected 
by the Bureau of the Census in 
1929 and boiled down to bring out 
important factors. 

By the use of data of this nature, 
it is possible for distributors to de- 
cide where to look for business, the 
first step in planning proper mar- 
ket coverage. It is not to be assumed 


that plain market figures will tell the distributor every- 
thing he needs to know in establishing a logical terri- 
tory. To the contrary, these figures can be used simply 
to build the framework for actual field market study by 
the distributor’s own salesmen. 


When used for this 


purpose, they should prove valuable in eliminating time 


and expense. 


Having determined from existing market figures 


which cities or counties in a surrounding territory con- 











CONCENTRATION OF MANUFACTURING ESTABLISHMENTS 












































Number of | Number of Plants 
County State F stablish- Square per Square 

ments Miles Mile 

ZONE 1: | 
Hamilton..... ee 2,014 407 4.950 

ZONE 2: 

OS Se ae IDG aoa wso'es 167 452 .370 
Warren... 2000. <  MOMOs csc esse 37 413 .090 
eee ee | 22 465 .047 
Campbell..........|Kentucky.... 63 145 485 
ree Kentucky... .| 120 163 .736 
Boone...... ... Kentucky... .| 4* | 251 .016 
Dearborn.......... Indiana...... 41 313 131 
Totals........../Zone2....... 454 2,202 .206 

ZONE 3: 
Preble. . .... JOhio......... | 30 416 072 
Montgomery......./Ohio........ 520 455 1.141 
Greene....... SUMO. oc vace | 43 415 .104 
Clinton...... eee 28 411 .068 
Brown.......  NGRRRSSS | 9 481 .019 
Bracken........... Kentucky... | 10 204 .049 
Pendleton. ....... Kentucky... .| 4 279 .014 
Grant..... ..|Kentucky... | > 264 .008 
Gallatin....... .|Kentucky. . . .| 3* 109 .028 
Switzerland. .\Indiana..... .| 5 222 .023 
.. Se Indiana..... .| 6 85 .071 
a Indiana. .....| 38 448 .085 
Franklin. .. ..|Indiana......| 12 | 394 .030 
Union...... .|Indiana...... 10 | 162 .062 
Totals.... NM i501 | 720 | 4,345 | .166 





*All figures are taken from the 1929 Census, 
excepting those marked with an asterisk, which 


are from the 1927 Census. 











tain the best prospects for profitable cultivation, the dis- 
tributor is then ready to send his men into those terri- 


tories on a sound 
working basis and as- 
sign to them the job 
of fully determining 
the market. 

But, let us get back 
to the first step—how 
can census figures be 
used to determine a 
logical territory? 

In the discussion, it 
will be assumed that 
we are Cincinnati dis- 
tributors. Cincinnati is 
chosen because the 
average manufactur- 
ing establishment in 
the county in which it 
is located, Hamilton, 
very closely approxi- 
mates the characteris- 
tics of the average 
plant in the United 
States. No attempt 
will be made to define 
a territory for Cincin- 
nati distributors, but 
the steps in arriving 
at a decision through 
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the use of market 








statistics will be dis- 


DATA INDICATING SIZE OF PLANTS 





cussed. 
























































* Value of | Average | Value | | Number of 
F The first and log County State Manu- | Value of Value | Added by | Number of Wage 
ical place to look for ured Products Added by |Manufacture | Wage | Earners 
potential customers Products Per Plant Manufacture | per Plant |_ Earners per Plant 
: ZONE 1: | 
is at home. In the  Finilton,.....\Obio........ $753,544,520 | $374,000 $360, 673,586 | $179,400 | $85,252 42 
case of Cincinnati, it Zong 2: anne 
is found that in 1929 Butler........]Ohio........ 122,001,688 ) 731,000 57,932,690 | 358,000 | 18,698 | 112 
is: wien S| S...- Bs nssene 12,945,685 | 350,000 4,935,468 | 133,000 1,743 | 47 
4 Clermont...... Sar 2,528, | 115,000 1,241,156 56,500 769 | 35 
manufactur-  Campbell...... Kentucky. -.| 33,008, 8 | 525,000 13, 13, oq | 213,000 | 4,480} 71 
ing plants in Hamil- Kenton... ....|Kentucky...| 24,863,942 | 208,000 -—_‘13,032,51 109,000 | 4412 | 37 
ing P ~~ iw... ioiens..... 13,273,154 | 324,000 6,316,829 154,000 1654 40 
ton county. While it ‘Totals and | | 
is probably true that Averages... .|Zone 2...... 208,617,135 | _375,500* 96,871,705 | __170 750") 31,756 57" 
there has been a de- ZONE 3: | | 
a thi ° Preble... .....|Ohio........ 1,030,426 | 34,400 448.717 | 14,950 | 235; 38 
crease in this num- = \fontgomery...|Ohio........ 330,173,168 | 635,000 211,393,055 | 406,000 | 42,636 82 
ber since 1929, for —_ WSR — Be aiiaiere 9,208,224 —— 5,392,268 | | eo — | 34 
linton . eer ee 2,315, 82, 003, | 53, | 560 20 
the purpose of com- Brown... BR aisinsin 419,534 46,550 227,612 25,250 | 149; 17 
paring this county  Bracken....... Kentucky...| 490,739 49,073 257,383 25,738 | 120 12 
with others in Pendleton. ....|Kentucky... 201,859 | 50,465 114,967 | 28,742 50 | 12 
: Switzerland... .|Indiana..... 70,864 | 14,173 37,504 | 7,501 | 20 4 
the surrounding ter-  RERE: Indiana..... 215,795 | 35,966 108,289 | 18,048 | 95 16 
ritory, this factor i re Indiana..... — | yoyo 2,352, a | | 61,900 | 952 25 
. Franklin...... Indiana..... rt | 57, 367,811 | 30,600 | 166 14 
can be disregarded = Union... 1 Indiana. .... 351,828 | 35,183 162,121 | 16,212 | 37; 4 
since, 1n most cases, Averages...... Zone d...... 349,851,817 | 489,000* | 222,365,800 | 311,000*| 46,477 65* 
surrounding counties Statistics for the Counties of Boone, Grant and Gallatin, Kentucky are not given 
will be found to have because the government is not permitted to release figures which would reveal the 
operations of any individual plant. 

been affected by the *Averages. Figures not marked with an asterisk, are totals. 
depression to about SS = —_——_—SS_ SSS ES SS SSS 
the same degree as ; ; ; ; 
Hamilton. . used as a yardstick with which to measure the counties 

In Hamilton surrounding Hamilton county, their significance becomes 
county there are ser [seers encom apparent. 





4.950 plants per 
square mile, a dens- 
ity which speaks 
well for a distribu- snows 
tor’s chances of cov- 
ering this county at 
a small expense. 

Having deter- 
mined the number of 
plants in the county, 
the next step is to 
get some idea as to the size of these plants. This process 
may seem unduly elementary, since no one is apt to 
go into the supply business in Cincinnati unless he 
knows something about the trade in the territory im- 
mediately surrounding the city. This is probably true, 
but haphazard knowledge, carried, for the most part, 
in one man’s head, is not conducive to the accurate 
determination of a logical territory. 

In the table on this page, it is shown that in Hamilton 
county, the manufacturing plants made products valued 
at $753,544,520 in 1929, or an average of $374,000 per 
plant. Likewise one finds that the value added by manu- 
facture for all plants was $360,673,586 or an average of 
$179,400 per plant. This figure is arrived at by subtract- 
ing the cost of materials, fuel and purchased current 
from the value of manufactured products. 

Looking further for an indication of the stze of manu- 
facturing plants in Hamilton county, it is found that 
they employed 85,252 wage earners or an average of 
approximately 42 per plant. 

The above figures mean very little in themselves but, 




















County maps are useful in 
laying out logical territories 
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The map on this page shows that bordering Hamilton 
county are seven counties, three in Ohio; three in Ken- 
tucky and one in Indiana. If the Cincinnati distributor 
plans to look beyond his home county for business, 
these will naturally be the next to be scrutinized. 

Among these seven counties, Butler county, Ohio, im- 
mediately stands out. Here we find 167 manufacturing 
plants or approximately one every three square miles. 
Not only that, but as is indicated in the table on this page, 
Butler county plants are well above the average in size. 
They produce an average of $731,000 annually, have an 
average value added by manufacture of $358,000 and 
employ an average of 112 men per plant. 

Campbell County, Kentucky, also appears to be worth 
looking into. While there are only 63 plants, the value 
of their manufactured products, the value added by 
manufacture and the average number of employees all 
point toward above-average size. 

Likewise, Kenton County, Kentucky, appears worthy 
of investigation. Here we find the average plant to be 
slightly smaller than the average for Hamilton county, 
but there are 120 of them with a concentration of .736 
plants per square mile. Actually this concentration is 
much greater since 108 plants are located in one city, 
Covington. 

Dearborn County, Indiana and Werwn County, Ohio 
appear about equal from a manufacturing standpoint. A 
drawback exists, however, in the fact that neither has 
a city of over 10,000 population and at first glance, the 
concentration of plants appears (Continued on page 69) 


County statistics, such as the ones given here in connection with the 
Cincinnati territory are available on request for most other industrial 
centers. 
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WHO’S WHO 


OME men enter the indus- 
S trial supply business by 

choice, some inherit it, and 
others have it forced upon them. 
In the case of L. J. Larzelere, it 
was the latter, although in justice 
to him it must be said that he has 
never complained about his bur- 
den. 

Here’s how it happened. In 
1910, Mr. Larzelere came to Jack- 
sonville to open a branch for the 
sale of products manufactured by 
the A. B. Farquhar Company of 
York, Pennsylvania. It was 
found after a time that handling 
machinery in that section, with 
its limited industrial outlets, was 
a feast or a famine. Therefore, 
to maintain a satisfactory volume, 
a small line of industrial supplies 
was added to the line of machin- 
ery sold by the firm. Later, more 
supply items were taken on and 
in due time instead of the Far- 
quhar Machinery Company being 
a machinery house, it found itself 
a mill supply house handling ma- 
chinery as a sideline. 


L. J. LARZELERE 


President and Treasurer 
Farquhar Machinery Company 
Jacksonville, Florida 


The industrial supply busi- 
ness, which L. J. Larzelere 
heads, was started origi- 
nally as a machinery dis- 
tributing house. However, 
it was soon determined 
that the territory which 
the business could hope to 
serve adequately was not 
of such nature as to sup- 
port a strictly machinery 
house. Mr. Larzelere was 
quick to sense this situation 
and soon remedied it by 
the addition of sufficient 
industrial supply lines to 
make a well-balanced in- 
dustrial supply house. His 
judgment has stood the test 
of time for his company 
has grown steadily ever 
since 


full, so that no loss was suffered 
by creditors and no loss of credit 
standing was incurred by Mr. 
Larzelere. 

In his next venture, Mr. Lar- 
zelere took a new stand after 
considerable thought. He rea- 
soned that, while a manufacturer 
has only one general line to sell, 
his business must stand or fall 
by the popularity of that line. 
True, dies could be changed for 
newer models, but at best the 
business lacked the flexibility en- 
joyed by the distributor who 
could follow popular demands 
with very little loss, assuming that 
he used care in ordering stock. 
Moreover, labor troubles affect 
the manufacturer, but seldom 
must be faced by the distributor. 
So it was that he went into the 
supply and machinery business. 

Mr. Larzelere has arranged his 
business so that he can leave at 
any time necessary and find it in 
competent hands. An executive, 
he believes, should be well in- 
formed on the details of his busi- 





The original business career of 
Mr. Larzelere began when he took his first job as a ma- 
chine shop apprentice at Williamsport, Pennsylvania, for 
the then popular sum of $3.00 per week—popular, 
that is, with employers of the time. In return for this 
sum, Mr. Larzelere served as an apprentice for three 
years. The fourth year of apprenticeship netted him 
$6.00 per week. This 100 per cent increase in salary be- 
tween the third and fourth year, was, of course, very 
gratifying and inspiring. 

His next promotion found him in the drafting rooms 
where he designed steam engines. While working at this 
position, he was able to develop a number of improve- 
ments on high-speed steam engines on which patents 
were granted. 

At this time, 1895, he made his first venture into the 
business world as a plant owner. It was a very small 
plant but, nevertheless, his own. However, in spite of 
good general business conditions, the lumber business 
was poor and it was the lumber business that used the 
product of his small company. For that reason, the en- 
terprise proved unprofitable and was given up, but in 
closing out the business all accounts were paid off in 
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ness, but should not allow them 
to occupy too much of his time. Competent assistants 
should be made responsible for details of their various 
departments, leaving time for the executive to consider 
major problems of policy and handle important indi- 
vidual cases. 

He also believes in relaxation and change as a means 
of returning to business with fresh enthusiasm. Each 
year he takes a vacation of from two weeks to a month, 
traveling to various interesting sections of the country. 

Mr. Larzelere is director of the Florida National 
Bank, president of the local golf club and a former presi- 
dent of the Southern Supply and Machinery Distribu- 
tors’ Association. He is also on the Executive Boards 
of St. Luke’s Hospital and the Chamber of Commerce. 








This is the forty-fourth of a series of biog- 
raphies of outstanding distributors pub- 
lished by Mill Supplies. 
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66 
A BUSINESS is no stronger than 


its weakest link” seems to be a rule which L. J. Larzelere has adhered 


to strictly, for he has arranged his organization so that he can leave 
at any time, knowing that the business will be in competent hands. 
Capable assistants have made it possible for Mr. Larzelere to forget 
details and concentrate his efforts on major problems of policy. 
OCTOBER, 1932 















Keeping in Touch with 
DISTRIBUTION 


Pertinent comments on timely topics from 


other fields of distribution 


Too Many Outlets 

E. Grosvenor Plowman, Director, 
Bureau of Business Research, Den- 
ver, Colorado, in an address delivered 
before the 20th annual meeting, 
United States Chamber of Commerce 
in San Francisco stated that waste 
in distribution can be partially 
blamed on the development of an 
excessive number of trade outlets. 
The business man constantly faces 
the problem of too many markets 
from which to choose. The whole- 
saler has too many retailers to choose 
from; the manufacturer has too 
many wholesalers ; the wholesaler has 
too many products and all of them 
have too many locations. Mr. Plow- 
man feels that a rational reappraisal 
of the whole problem of location of 
stores and wholesale establishments 
offers an ultimate solution to many 
of the vexing problems of marketing 
which will result in a reduction of 
the cost of distribution in the United 


States. 
* * * 


Salesmen’s Compensation 

The Sales Manager’s Bureau of 
the Los Angeles Chamber of Com- 
merce has just completed a study of 
salesmen’s compensation. As a re- 
sult, it was found that a plan for 
compensation of salesmen should 
provide the following essentials: 

1. Enable the salesman to main- 
tain a standard of living compatible 
with the people he must approach. 

2. Have the support of salesmen. 

3. Be clear enough and simple 
enough to inspire the salesman’s con- 
fidence and knowledge that he will 
receive fair treatment. 

4. Provide an incentive to the 
salesman for doing more business. 

5. Protect customers to the extent 
that salesmen will guard their 
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Comm 
Explosives 


Motor Vehicles . 
Printing Inks 
Rubber Boots and Shoes............ 


Rubber Tires and Inner Tubes....... 


Sewing Machines 
Lead Pencils 
Soap 


Beet Sugar 
Brushes 


Cash Registers and Business Machines 
Chocolate and Cocoa Products....... 
Cleaning and Polishing Preparations. . 


Hardware 
CIOCIEE! GOOUS - ks sacce sins 


Rayon and Allied Products........... 
Sporting and Athletic Goods......... 


Tin Plate and Terneplate... 


Lasts and Related Products.......... 


Dentists’ Supplies and Equipment.... 


Seales and Balances. ..c... 6 iccccecscccs 


% of 
1931 1929 Change 
$ 45,898,987 $ 72,539,724 —36.7 
5,415,000 7,689,555 —30.0 
1,569,574,314  3,722,793,274 —57.8 
30,646,342 42,749,992 —28.0 
47,905,467 102,537,625 —53.3 
392,167,498 770,176,890 —49.1 
20,055,835 45,094,600 —S5.5 
23,678,324 35,180,165  —32.7 
13,919,956 27,772,955  —49.9 
14,290,749 30,381,424  —53.0 
254,164,347 310,191,530 —18.1 
85,672,749 108,552,581 —21.1 
30,004,581 45,549,270 —34.1 
78,320,084 171,858,601 —54.4 
86,002,652 119,540,693 —28.1 
48,392,131 50,779,632 — 4.7 
114,806,099 229,477,507 —50.0 
27,045,000 40,562,459 —33.0 
132,783,559 149,546,107, —11.2 
48,060,603 58,288,728 —17.5 
140,305,356 209,675,187, —33.1 








The Bureau of the Census has recently released preliminary figures showing, for 

1931 as compared with 1929, the total value of products reported by establishments 

engaged primarily in the manufacture of the above listed commodities. Such figures 

offer the distributor an opportunity to see how he stacks up with various other 

industries and also to check his business with that of various customers with a view 
to ascertaining its relation to the general activity enjoyed in those industries. 





chances for future orders and re- 
frain from overstocking the buyer. 


6. Make some allowance whereby 
the salesman’s selling expenses do not 
absorb the most of his earnings. 

7. Be made on a basis equitable 
to the house as well as the salesmen. 
The firm is not operated solely for 
the benefit of the sales force. 


8. Be flexible enough to enable the 
salesman to increase his earnings as 


he becomes more efficient. 
+ * on 


Wagon Jobbing 

Extension of wagon jobbing to in- 
clude larger items such as electric 
refrigerators and radio sets is re- 
ported to have met with success when 
tried by an eastern radio jobber. This 
fact is reported in a recent issue of 
“Domestic Commerce.” The com- 
pany, a regular radio wholesaler, 


placed a salesman aboard a large 
truck which was filled with a repre- 
sentative line in sufficient quantities 
to make deliveries when sales were 
made. Dealers are reported to have 
purchased more readily when they 
could inspect the goods at the time of 
the salesman’s call. 
* * * 


A Tough Sales Problem 


Horace Bawker, president, Amer- 
ican Agricultural Chemical Com- 
pany, in the July issue of the “Ex- 
ecutives Service Bulletin,” says, “It 
used to be true that the sales problem 
of a business was solved when you 
found the right man to head up the 
sales department; now, however, it 
is necessary to have the man plus a 
plan—a plan based upon complete, 
accurate, well-digested facts about 
every phase of the market. 
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Brush News 


For Industrial Distributors 





Published by The Osborn Manufacturing Co. 


(Advertisement) Copyright 1932 








C.W. Titgemeyer, Vice President, 
The Osborn Manufacturing Company 





Franklin G. Smith, President, 
The Osborn Manufacturing Company 


A CONVERSATION 


between the President and the Vice President 
of The Osborn Manufacturing Company 


Franklin G. Smith —“The progress of our 
industrial distributors during the trying times 
of the past three years has been a source of 
keen interest to me.” 


C. W. Titgemeyer —“Something worth 
thinking about, isn’t it? And it proves three 
facts: First, that a consistent plan of co- 
operation between a manufacturer and _ his 
distributors is productive of results; Second, 
that Osborn Brushes can be developed into a 
leading line by industrial distributors; Third, 
that with proved progress in “off” years as a 
foundation, they can build increasing volume 
as conditions improve.” 


Franklin G. Smith —“Of course, the upturn 
of general business will bring with it a host of 
new products that will naturally demand con- 
siderable time and thought on the part of the 
industrial distributors and their salesmen.”’ 


C. W. Titgemeyer—“I have the utmost 
confidence that Osborn Distributors and their 
Salesmen are fully alive to the potential 
market for Osborn Brushes. Furthermore, I 
believe they are convinced that Osborn will 
do everything possible to help them keep 
their brush business in pace with the develop- 
ment of their other leading lines.” 
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‘*‘Every one of “we pow isa pune for lew } 
Brushes. The potential volume of this business in * 
1933 is an important factor of consideration,’”’ y 
says the —— Osborn Distributor - abe | 
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stry Buy in 1933? 


Wirat WILL INDUSTRY BUY IN 1933? 
That is the most important consider- 
ation of industrial distributors today. 



























One fact is certain. Industry will continue 
to use Osborn Brushes. Every plant is a 
prospect for one or more types. Osborn 
—_ es Distributors know this. Their Salesmen 
4 eas Ee if know it. 

Osborn Brushes have been developed into 
major line importance by Osborn Dis- 
tributors and their Salesmen. As general 
business moves into greater action, Osborn 
Brush business will keep in pace. 


The increasing volume of Osborn Brush 
business in 1933 will be doubly assured 
by the Osborn Plan of Co-operation with 
Industrial Distributors. 


pes THE OS80RN MANUFACTURING COMPANY 
x jee 5401 HAMILTON AVENUE CLEVELAND, OHIO 
Sales Branches 


New York + Detroit » Chicago v San Francisco 


rere 
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1 PAINT AND VARNISH BRUSHES 








9D WIRE WHEEL BRUSHES 








3 WIRE SCRATCH BRUSHES 








A BENCH DUSTERS 








5 MISCELLANEOUS BRUSHES 








6 UPRIGHT BASS BROOMS 








7 FLOOR BRUSHES 








8 FIBRE WHEEL BRUSHES 








9 WINDOW BRUSHES 











10 pusH BROOMS 





























Why are Osborn Brushes 
Important to every Osborn 
Distributor’s Salesman? 


VERY plant uses one or more types of brushes. 

The Osborn line meets practically every in- 
dustrial brush requirement. This means that 
wherever a salesman calls he has a prospect for 
Osborn Brushes. 


As he builds up satisfied customers for Osborn 
Brushes, he automatically builds an increasing 
volume of repeat business. 


Briefly stated, the potential volume of Osborn 
Brush sales, with the backing of the Osborn Plan 
of Co-operation, makes the line important to 
every Osborn Distributor’s Salesman. 


THE OSBORN MANUFACTURING COMPANY 


5401 Hamilton Avenue, Cleveland, Ohio 
Sales Branches: New York, Detroit, Chicago, San Francisco 
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Distributors Should 


| 
have been pared so 
closely throughout in- 
dustry that now when 
an expanding market 
appears definitely in 
view, buying is assum- 
ing more nearly nor- 
mal proportions. The 
industrial distributor 
—provided he has an- 
ticipated the present 
improved conditions — 
should be the first to 
benefit. 


Chet Creer 


President 
Colgate-Palmolive-Peet Company 





Benefit First 
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Industrial Rehabilitation 


NATION-WIDE program to pro 

mote industrial modernization is being 

put into operation under the direction 
of a committee headed by A. W. Robertson, 
chairman of the board, Westinghouse Elec- 
tric and Manufacturing Company. The 
responsibility of this Committee is to stimu- 
late the repair, reconstruction and replace- 
ment of the structures and equipment in all 
fields of business activity, including factories, 
mills, shops, warehouses, refineries, labora- 
tories, stores, hotels, and office buildings, 
as well as gas, electric power, water and 
pipe line systems, and electric railway, bus 
and truck lines. 

Wide publicity is to be given to the activi- 
ties of this Committee and every effort will 
be made to convince industry of the sound- 
ness of modernizing now. A. W. Robert- 
son is authority for the statement that “more 
than 50% of the machinery, equipment and 
plant facilities in American factories today 
are obsolete.” Is not this fact a challenge 
to salesmen of industriial supplies and equip- 
ment? 

MILL SuppPLies recognized the importance 
of industrial modernization to the industrial 
supply industry more than a year ago when 
it brought out a supplement containing ap- 
proximately 150 new and improved indus- 
trial products. At that time MILL Supplies 
pointed out to distributors the opportunity 
which awaited them for stimulating buying 
on the part of their customers by pushing 
the sale of modern, cost-cutting, waste-elimi- 
nating supplies and equipment. Along about 
the same time, a number of articles were 
published showing how certain important in- 
dustrial plants had modernized and emphasiz- 
ing the fact that forward-looking users were 
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receptive to ideas concerning the moderniza- 
tion of plant equipment. 

Now, with the added impetus to the idea 
of industrial modernization which is being 
supplied by Mr. Robertson's national Com- 
mittee, the sales opportunities offered indus- 
trial distributors who carry out a well-di- 
rected modernization program are increased 
many fold. 

Industrial rehabilitation is always sound 
business, but it is especially so now because, 
as Mr. Robertson points out, “financial 
and credit conditions are clearly and posi- 
tively better; most improved equipment de- 
veloped in the past three years can be pur- 
chased at abnormally low prices; many cor- 
porations have liquid funds drawing low in- 
terest that would be better invested in more 
profitable equipment and plant facilities; bet- 
ter production efficiencies, effected through 
installation of modern equipment, will im- 
prove a company’s ability to meet competi- 
tion and increase its earning power; changes 
can be made most easily now, when plants 
are not busy; and obsolescence means not 
waste alone but loss of opportunity for better 
profits.” 

The message to Garcia which the Com- 
mittee on Industrial Rehabilitation is endeav- 
oring to carry is one which promises definite 
money-savings to industry. The industrial 
distributor has an important part to play in 
aiding the Committee in its work. Get 
modernization-minded. Talk industrial re- 
habilitation on every possible call. By so 
doing, you will aid the constructive busi- 
ness recovery forces now at work, perform 
a worthwhile service to your customers, and 
at the same time increase your own sales and 


profits. 
XK 


Sales Policies and Buying 
Policies 


MOVEMENT has been launched by 
the National Association to encourage 
manufacturers of industrial supplies 
and equipment to set up and maintain sales 
policies guaranteeing the distributor adequate 
protection and cooperation. The Association 
has just released a pamphlet containing the 
written sales policies of a number of manu- 
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facturers with a request that its members 
analyze them and then send in their views as 
to what points should be included in a manu- 
facturer’s policy. 

In this way, the Association hopes to 
create an “ideal sales policy” which can be 
used as a guide both by manufacturers and 
distributors. 

This step which the National Association 
has taken is commendable. Muti SupPLiEs 


has long advocated the desirability of written | 


sales policies by manufacturers. But of equal 
importance to manufacturers’ sales policies 
are the buying policies of distributors them- 
selves. A manufacturer may adopt a sales 
policy which is eminently fair to the distribu- 
tor, but if the distributor does not recognize 
that policy by supporting such a manufac- 
turer the situation becomes one-sided and 
is doomed to failure. 

It is a fact, of course, that many manu- 
facturers in the past have attempted to play 
both ends against the middle by endeavoring 
to secure the distributor's support while 
seeking business direct in competition with 
him. That many manufacturers have gotten 
away with such practices in plenty of in- 
stances is likewise true, but when they have, 
the fault, in our opinion, lies more at the 
distributor's door than at the manufacturer's. 
If enough distributors, individually, would 
make it known to the manufacturer that 
their support would be continued only in the 
event that his sales policy was of the right 
sort and actually lived up to, it wouldn’t take 
long to eliminate a lot of uneconomical prac 
tices so common throughout the industry to- 
day. 

To do this, it is necessary for the distribu- 
tor to adopt and stand behind a buying pol- 
icy which pledges support to those produc- 
ers who deserve it. 

Getting manufacturers to state in writing 
what their sales policies are is a fine thing 
and no fair-minded manufacturer will object 
to doing it. But just as important is the 
need for distributors to make known in black 
and white what their buying policies are. If 
it’s desirable for a manufacturer to put him- 
self on record so that all distributors may 
know where he stands, it is equally desira- 
ble for distributors to make known:their buy- 
ing attitude so that manufacturers may be 
properly informed. 





Taking Up the Cudgels in Sup- 
port of Planned Selling 


T IS gratifying to M1Lt SupPLIEs to see 
the American Supply and Machinery 
Manufacturers’ Association, through its 

sales promotion committee, come out publicly 
in support of the principles of market deter- 
mination. 

In the latest issue of “Effective Sales 
Promotion” issued by the American Associa- 
tion, C. O. Drayton emphasizes the necessity 
for distributors to determine accurately who 
are their prospects; how many there are; 
where they are located; and how they can 
be reached most economically. 

Finding the correct answers to these ques: 
tions and using them properly are absolutely 
essential to profitable selling. The responsi- 
bility for obtaining the information which 
will enable a distributor to know his pros- 
pects and their buying potential rests jointly 
with the distributor and the manufacturers 
he represents. 


As Mit SuPPLiEs points out in its Mar- 


’ ket Determination Plan, it is the distributor's 


job to determine his logical trading area, 
while it is up to manufacturers to supply the 
distributor with information which will en- 
able him to know which plants, by type of 
industry, are prospects for their particular 
products and what sales information is most 
effective in getting business from them. In 
other words, the distributor should know his 
market in terms of industrial buying power. 
The manufacturer, on the other hand, should 
be thoroughly informed as to the application 
of his products to that market and should 
make such information readily available to 
distributors and their salesmen. 

Planned selling, which can come only as 
a result of the intelligent carrying out of the 
principles of market determination, is an ac 
tivity Mi_t Suppies has been stressing for 
many years. We believe planned selling to be 
fundamentally sound and are glad to see 
manufacturers of industrial supplies and 
equipment through their organization, the 
American Association, taking -up the cudgels 
in its behalf. However, in passing, we 
should like to sound a warning to manufac’ 
turers that, in their enthusiasm to encourage 
distributors to hold up their end, they do 
not overlook their own responsibility. 
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Cement is now purchased 
in bulk by the carload in- 
stead of by the bag as for- 
merly. This change in our 
buying practice necessi- 
tated a new kind of un- 
loading system, and thus 
an opportunity presented 
itself for some enterpris- 
ing salesman to aid us in 
solving our problem, and 
incidentally, sell us the 
necessary equipment and 
supplies. The industrial 
supply salesman who 
makes his contacts only at 
the office, neglecting to 
call at our plant is not 
likely to know about such 
opportunities until it is 
too late. 


Vv 


It Takes Practical Ideas 
to SELL US 


The man who gets our business does not 
think of himself as an industrial supply 


salesman, but rather as a buyer for us, 


ERTAINLY we wel- 
come ideas from the 
distributor’s — sales- 


man. But let me qualify 
that statement by saying, 
practical ideas. There is, of 
course, only one way for a 
distributor’s salesman to get 
practical ideas that may help 
us and this is by going 
through our plant and see- 
ing just what we have, how 
we operate and then suggesting some method by which 
we can profit. In some cases, salesmen reverse this pro- 
cedure. By that I mean they will think of some item 
their firm wants to push and then try to find a way for 
us to use that item. It doesn’t work. 

The observing salesman who browses through our 
plant will see changes from month to month. For in- 
stance, not long ago we purchased cement by the bag. 
Now we buy in bulk by the carload. Naturally, this 
presents a different problem in handling than formerly. 
For the salesman who could suggest a way to make this 
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drawing on his company’s stock to take 
care of our supply requirements 


By WILLIAM GAHM 


President, West Nyack Trap Rock Company 


West Nyack, New York 


job easier or prevent waste, this change in our buying 
practice offered a sales opportunity. 

A few years ago, we used to run a narrow gage rail- 
road to our quarry. Later, we found it more efficient 
to use old motor trucks for this purpose. Industry is 
changing before our eyes and if the industrial supply 
salesman is not alert to changing conditions in the various 
plants on which he calls he will lose out through trying 
to sell supplies and equipment no longer used. The only 
way to keep in actual touch is to make regular visits 
to the plant, not just office calls. (Continued on page 26) 
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of Your Packing Problems via 


BELMONT’S 


‘There is a Belmont Packing 
for Every Service’’ 


Two Good Numbers in the Belmont Line 


ne QP nee ae 


2 ROA EIT 





Style No. 110 


Air Compressor Packing 
Meets, fully, the exacting require- 
ments of air compressor application. 
Resists dry heat, dry steam and 
gases. 





Style No. 20 


High-pressure Asbestos Packing 
Highest grade possible to produce. 
Designed for use against all pres- 
sures of air, steam and gas. 


A A I 




















Flawless Sales Plan for Distributors 


lig ae only does Belmont enable you to answer 
that growing insistence of industrial buyers 
for one source of packings supply, by providing 
you with ‘‘the right packing for every service’’— 

It transforms a strong potential asset into a vital, 
effective sales force by means of the 


Belmont Market Determination Plan 
for Distributors 


You are shown the application of packings by in- 
dustries and the kinds of equipment wherein pack- 
ings are used. Correet packing recommendations 
for all services are made easy for your salesmen. 


Your own markets are spread plainly before you. 
You are helped in selling them by Belmont adver- 
tising and factory trained salesmen. Belmont’s 
engineering department is constantly at your serv- 
ice. You are protected fully by Belmont’s 100% 
distributor policy. 

You will not involve yourself in any obligation 
by writing for all the facts. We urge you to do 
it now. You owe that much to yourself. 














BUTLER AND SEPVIVA STREETS 


THE BELMONT PACKING & RUBBER CO. 


PHILADELPHIA, PENNSYLVANIA 
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Of course, we feel that we know more about our needs 
than the average salesman could possibly know. Other- 
wise we could not hope to remain in business. However, 
this does not mean that the distributor’s salesman should 
greet us with the “what do you need today?” salutation. 
Every buyer likes to feel that salesmen with whom he 
does business have a fair understanding of his problems, 
even though he does not expect them to step in with 
brilliant suggestions that will revolutionize his plant. 

In the past two years, we have spent over $100,000 in 
modernizing our plant, much of which went to industrial 
distributors. We spent this money because we were con- 
vinced that it was in the interests of economy and effi- 
ciency to do it. Any salesman who ever calls here is 
welcome to tell us at any time how he believes we can 
save money by spending it. 

If a salesman can convince us that his plan is sound 
there is a meeting of minds. The day has passed for 
high-pressure selling and buyers who could be persuaded 
to make purchases not of proved value, no longer have 
jobs. 

Not long ago, we had a call from a salesman who 
concentrated on carbon brushes, as an entering wedge 
for a sale. We did not need any carbon brushes at the 
time and told him so. Some salesmen would have con- 
sidered this as final and gone on their way. Others 
would have stayed to argue and get themselves disliked. 
This man did neither. He quietly asked permission to 
make a survey of our plant with a view to recommending 
the proper brush for the motors we use. This permis- 
sion was granted. 

One by one he went over our motors and made up a 
chart of the brushes that should be used on each one. 
When he had finished he gave us a copy of the chart and 
told us that he was sure we could get better results by 
calling him for exactly the right brush for each indi- 
vidual motor when replacements were necessary. 

This man did not make a sale at the time, but there 
was a meeting of minds. He had a definite plan by 
which he believed we could profit and, when we do need 











brushes, you can depend on it that this young man will 
have a chance to sell us. Furthermore, we will always 
welcome any other constructive suggestions he may offer. 

Another enterprising salesman made a lubricating 
survey of our plant to determine if we were using just 
the right oils and greases on each job. This man, too, 
will always find a welcome when he visits us. 

On the other hand, salesmen are continually showing 
us samples of this and that and asking us to try them out. 
This is naturaly enough when a salesman believes he has 
a superior product and, in case we refuse to make tests he 
will probably consider that we are not progressive. Sales- 
men seldom take into consideration our position in mat- 
ters of this kind. 

If we were to test every device or product offered us, 
our plant would become a testing laboratory. The entire 
time of our engineer would be taken up in making ex- 
periments on what some salesman said was a better 
product than the one we are now using. “Just try out 
this sample,”’ or “place a trial order,” seem to be the 
battle cries of an army of salesmen. Whenever possible, 
we stick to products that are giving us satisfactory serv- 
ice. When we do make changes, it is because they have 
been recommended by some salesman who we know has 
our interests at heart. Such salesmen will test out a 
product before asking us to buy and, when they do so, 
we know from experience that there is a good reason for 
their recommendation. 

The salesmen who get repeat business from us are 
men who are alert to what is going on in other plants, 
not necessarily in the same line of business as we. Ifa 
supply salesman is alert, he will see changes and improve- 
ments being made in plants on which he calls that might 
be applied to our business. Thus, we profit through the 
practical ideas he may pass on to us and he profits 
through the business we give him. 


In short, the successful salesman does not think of 


himself as a salesman, but rather as a buyer for us draw- 
ing on his own company’s stock to take care of our 
industrial supply and equipment requirements. 











The industrial supply 
salesman cannot be quali- 
fied to sell us grease and 
lubricating equipment un- 
til he knows the applica- 
tion’ for which it is in- 
tenced. Every roller on 
this 120-foot conveyor 
belt must be lubricated. 
What kind of lubricating 
equipment is best to keep 
out rock dust? What kind 
of power transmission is 
best for this application? 
Obviously, salesmen can- 
not make intelligent rec- 
ommendations unless they 
have studied our prob- 
lems first-hand. 


Vv 
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Maybe your customers 
are out of sight:-+ but they are 
within reach 








BL AC K & DECKER y 


Black & Decker %” 
Bench Drill Stand $20 





Black & Decker %" 
Electric Drill $28 


Black & Decker # 4 
Electric Hammer $175 









Black & Decker 42” 
Special Electric Drill $50 





Black & Decker 5” 
Portable Grinder $80 


Black & Decker 6” 
Bench Grinder $38 





MONEY 


SAVERS 


for only 
$3912 


IF IT HAS A “PISTOL GRIP AND TRIGGER SWITCH” ITS A BLACK & DECKER 








@yYOU CAN probably sit in your office and look out the window at 
some large plant that has been your customer in the past. Maybe that 
plant is shut down still— but out of your sight there are many small 
plants, as well as large ones, that are beginning to come back. @ Those 
plants are your customers of today. In every one there are two jobs that 
require tools. (1) Tools for maintenance—tools that must be used by the 
master mechanic to lay out the shop to meet new conditions, to install 
new machinery and to remove old: tools that must be used to keep the 
plant in first class shape. (2) Then there are tools for production— 
to replace old, worn out tools bought years ago—to do new jobs that 
are being done in these plants for the first time. @ That market is now 
ripe. It’s time to tap it—and make the profits that are ready at hand. 
Black & Decker has sufficient faith—founded on facts—to spend many 
thousand dollars advertising to that market in the trade magazines it 
reads. Full pages in color in American Machinist, Mill and Factory 
Illustrated, Maintenance Engineering, and Automotive Industries. The 
campaign persuasively, forcefully demonstrates that it is necessary to 
equip for profit and low cost maintenance with new tools. It proves to 
the prospective purchaser that certain tools—the Six Money Savers— 
and Heavy Duty Production Tools—can save more time and make more 
money for a business than any other tools it can buy. @ Act on the im- 
petus of this campaign. Get out and find the business that may be out 
of sight—but that is ready at hand. Canvass small and large shops alike. 
Don’t overlook the building maintenance market. Work now—when 
businesses that are coming back are in a receptive frame of mind, 
ready to buy. You'll profit—and make new customers. ........ 

The Black & Decker Mfg. Co.,..... Towson, Maryland, U. S. A. 
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Blackanz and Deckes 


PORTABLE ELECTRIC TOOLS 
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Newsy facts about industrial distributors 


and thetr salesmen 











E. L. Essley in New Location 

The E. L. Essley Machinery Com- 
pany of Chicago is now occupying 
new offices in their own showroom 
and warehouse building at 825-845 
Rees Street. This move follows the 
trend of breaking away from the con- 
gested down-town district to gain 
freedom in parking as well as light 
and airy working conditions for office 
personnel. At this new location on 
the near-north side under their own 
roof are combined home office, dis- 
play room and warehouse served by 


side track and 20-ton crane. 
K ok a 


Golden Anniversary Club 
Formed 

A Golden Anniversary Club, com- 
posed of men who have served 50 
years in one business organization, 
was recently founded by four St. 
Louis men. James A. Carroll, A. W. 
Douglas and E. W. Scherr who have 
served a half century with the Sim- 
mons Hardware Company and Frank 


Decker, 50-year employe of Meyers 
Brothers Drug Company, are the 
founders and charter members. 

J. Edgar Lee, for 50 years with 
the Challenge Machinery Company, 
Grand Haven, Michigan, was the first 
member voted in. National member- 
ship is sought by the founders among 
men and women who have remained 
in the employ of one firm for 50 
years. 

*x* * x 


Rayl Installs Teletype 

The Rayl Company, Detroit, has 
installed a teletype machine for the 
purpose of communicating with 
manufacturers who are equipped 
with similar 2pparatus. This equip- 
ment enables Rayl to get sales in- 
formation almost immediately and is 
counted on to add considerably to the 
service given to consumers. 

ee <6 


E. T. Thompson Honored 
Eugene T. Thompson, of the Nor- 
vell Wilder Supply Company, Beau- 





A group in the industrial supply department of the Marshall-Wells Company, Duluth. 

G. F. Kelley and L. R. Hartmen, on the left, cover Duluth and Superior, Wisconsin. 

G. S. McQuade is general sales manager. Next comes G. W. Shields, salesman for the 

iron range territory, who, it is reported, makes calls with the aid of snow shoes and 

Indian ponies. Next to Shields is E. W. Hammerbeck, assistant manager of industrial 

sales and on the extreme right, C. E. Gardner, who also covers Duluth, Minnesota, 
and Superior, Wisconsin. 
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mont, Texas, has been elected presi- 
dent of the Beaumont chapter of the 
Texas Motor Transportation Associa- 
tion. This body is organized to urge 
the proper regulation of motor trucks, 
promote educational and safety work 
among truck drivers and to combat 


unfair restrictions and taxations. 
* * a 


Farr and Read Company Formed 

Harry B. Read, formerly presi- 
dent, Belcher and Loomis Hardware 
Company, Providence, Rhode Island, 
has become associated with John M. 
Farr in a new distributing organiza- 
tion to be known as Farr and Read 
Company, Incorporated. The new 
company will be located at the old 
location of John M. Farr and Com- 
pany, 67 Richmond Street, Provi- 
dence. 


* ok * 

G. R. Armstrong Adds Four 
Salesmen 

Four new salesmen have been 


added to the force of G. R. Arm- 
strong Manufacturers Supplies, In- 
corporated, Boston. These men are 
D. F. Collins, Worcester ; T. G. Han- 
cock, Worcester; J. E. Fleming, 
North Grafton; and William B. 
Walker, Framingham. 

Business is reported to be very 


much improved and going along 
nicely with this company. 
* * * 


David J. Marshall Dead 

David J. Marshall, partner in the 
firm of Speck-Marshall and Com- 
pany, 288 Market Street, Pittsburgh, 
died at his home on August 28, after 
a long illness. He had been in the 
supply business for more than 30 
years, 

2 2 


Botwinik Brothers Appoints 
Horowitz 
William Horowitz has _ recently 
been made purchasing agent of Bot- 
winik Brothers, Incorporated, New 
Haven distributors. 
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everywhere: have ac : 
“Moly—it is setting new standards of metal 
cutting performance among their customers 
: and bringi ng new sales to Roe e3 
The toughness, s sistance and | 
speed of cutting of the Vietor’ Moly” are 
Unequalled—and the cost is only about one- 


# ay : . 1G ing in both performance 
pe MOLYBDENUM ? ie: cost} 


HEAVY DUTY—EXTRA VALUE 


HACK SAWS: 
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J. B. Bernard, left, salesman for the United 


Saw and Tool Company, Detroit, and 
Jimmie Schur of the C. L. Gransden 
Company, same city. 


Bright Spots 

Evidence that business in the sup- 
ply field is at last beginning to show 
signs of life, continues to come to our 
attention. More and more distribu- 
tors are becoming hopeful that the 
faint glimmer seen on the horizon is 
actually the forerunner of prosperous 
times. 

Their statements are not extrava- 
gant—no huge gain has been made— 
but a gradual increase is certainly 
making itself felt in many quarters. 

E. W. Krause, president, Wheel- 
ing Machine Products Company of 
Wheeling, West Virginia, reports, 
“No particular bright spots in our ter- 
ritory, although business seems to be 
on the upward swing and our plumb- 
ing and mill supply sales for August 
showed an increase of approximately 
65% over those of June and July. 
We are also pleased to note that the 
public is showing more confidence 
than has been apparent in some time.” 

J. E. Keyser, president and general 
manager, Kane and Keyser Hardware 
Company, Belington, West Virginia, 
reports a general picking up of busi- 
ness in that territory. The lumber 
market shows a slight improvement. 
August business increased 37% over 
July and the first week of September 
showed a 50% gain over the first 
week of August. 

William D. Anderson, president, 
Gastonia Mill Supply Company, Gas- 


tonia, North Carolina, reports, “For 
the first time in two years we can 
truthfully say ‘things are really look- 
ing up.’ We are having a nice in- 
crease in practically all lines since 
our manufacturing plants are resum- 
ing full time operations.” 

The E. A. Kinsey Company, Cin- 
cinnati, Ohio, reports that the quan- 
tity on orders shows a definite in- 
crease. The curve is on the upgrade 
in the opinion of officials of that 
company. 

F, C. Morton, general manager, 
Bickford and Francis Belting Com- 
pany, Buffalo, New York, reports, 
“Business is just beginning to dawn 
after a long dull night.” 

From the Manufacturers Supply 
Company, Grand Rapids, Michigan, 
“Much more optimism and general 
feeling is better. Pere Marquette 
shops added 600 men this week. The 
furniture plants have added about 











This will serve as an introduction to S. L. 
(Sam) Baer, vice-president of the Basche- 
Sage Hardware Company, Baker, Oregon. 
Mr. Baer came to Portland, Oregon, in 
1865, from Germany, a boy of sixteen. 
Three years later he went to La Grande, 
Oregon, and in 1869 to Baker, where he 
was in the general merchandising busi- 
ness until 1900, when he organized the 
Citizens National Bank, becoming its vice- 
president. Later he helped organize the 
hardware company. Mr. Baer is a 33d 
degree Mason and organizer and charter 
member of many other local lodges and 
organizations—Knights of Pythias, Odd 
Fellows, Elks and so on. He also takes a 
good picture and deserves a better light- 
ing effect than he got here. 








H. P. Gibbons, left, assistant secretary, 

Universal Valve and Fittings Company, 

Cleveland, and G. V. Goodbald, one of 
the vice-presidents. 


500. The American Seating Com- 
pany is now on a 50-hour weekly 
schedule.” 

Business is reported as fine by 
G. R. Armstrong Manufacturers’ 
Supplies, Incorporated, Boston. They 
have added four new salesmen to 
their force in the past year. 

Chase, Parker Company, Boston, 
has added five new salesmen, two 
general men and three specialists. 

Phil Pidgeon, president of the 
Pidgeon-Thomas Iron Company, 
Memphis, reports general conditions 
in that territory better due to the 
cotton advance. 

The Southern Supply Company, 
Jackson, Tennessee, enjoyed the best 
business in August they have had 
since October, 1930. September, at 
the time of the report, was running 
ahead of August. 

H. J. Bailey, president, Desco Cor- 
poration, Wilmington, Delaware, says, 
“Business here has shown an increase 
since March, each month being better 
than the preceding one—and while 
the percentages are not large, the 
constant increase is more pleasing 
than a big jump and a subsequent 
drop would be.” 

Alvin Smith, president, Smith- 
Courtney Company, Richmond, Vir- 
ginia, observes increased activity in 
road building, in the tobacco indus- 
try and among the textile mills. 

Horsford Brothers Company, In- 
corporated, San Francisco, reports 
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The newest success in steam hose 
—Goodyear Asbestos Cord 









BOTH THE 


NEW 
CARCASS 


| 





AND 


GREATEST 


NEW 


IN RUBBER COVER 











Latest Goodyear 
developments in 
Mechanical Rubber 


i ° Good 
qo rear is not only the Greatest Name in ieee 
Rubber. Goodyear means the latest, tested, is Coste COmPass 


aa diets ; ve Endless Belt 
POCTES CE Covers os een. The Goodyear THOR Belt 


Aware that industry is constantly changing, improv- easel 

ing its processes, Goodyear engineering and Good- _ Pras 4 Meron _ 
year manufacturing keep fully abreast of the new — DOUBLE 
requirements with new developments in Goodyear 


The Goodyear Emerald 
Mechanical Rubber Goods. Cord Air Hose 


The Goodyear Emerald 
Cord Hy-Pressure 
Water Hose 


The result is that industries of all types where rub- 
ber is used are confidently looking to Goodyear for 


the latest and best. The Goodyear Asbestos 


Cord Steam Hose 











This creates a constantly growing demand for the 
scores of better mechanical rubber goods that bear 
the Goodyear name. The Goodyear franchise opens 
the door to this growing market. Investigate it. A 














TUNE IN: 


Goodyear invites you to hear 
the Revelers Quartet, Goodyear 
Concert-Dance Orchestra and 


e e ” a feature guest artist every 

line to Goodyear, Akron, Ohio, or Los Angeles, Calif., Wednesday night, over N. B. C. 

° ° 5 . Red Network, WEAF and Asso- 
will bring full information. ciated Stations. 


IN RUBBER 





BELTS . MOLDED GOODS . HOSE ° PACKING 
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business much improved for June and 
July. 
In Buffalo, Don Johnson has added 
two salesmen to his force. He also 
finds collections much better, particu- 


. < Le larly from the small accounts. 
a The Buffalo Mill Supply Company 
has sold more pipe in the last three 
months than in the preceding fifteen. 


An encouraging note is found for all 
distributors in this company’s report 

















Weise foe thie — a customers who formerly 
permanent, motion = 
Winders Display.” | boug it pipe from the mill by the car 
furnished without | load are now buying from the dis- 
charge to Suppliers } ‘ 

| tributor. 


So, it is not necessary to rely alto- 
gether on business indices to tell us 
when things are picking up. Business, 
expressed in terms of orders is better 
| | in many supply houses. 

Mitt Suppties has reason to be- 
lieve that the increase noted by the 
above-mentioned houses has been evi- 
denced in hundreds more. Let us 
hear about your case—all of us have 
_ certainly been swapping gloomy news 
| long enough. Good news is encourag- 
ing and we all need encouragement. } 


Put in an ARMSTRONG Window — 


Put in an ARMSTRONG Window—a 
window of ARMSTRONG Tool Hold- 
ers and Tools, a window that will stop 
every mechanic, machinist and tool 
maker, that will bring in buyers from 
the street. 


Display the name ARMSTRONG 
prominently, for in every language it 
means “Tools of Highest Quality.” It 
is known in all parts of the world, 
wherever metal is machined. 





In machine shops and tool rooms 
everywhere the Armstrong System of 
Tool Holders is standard on lathes, 
planers, slotters and shapers. Tool 
buyers are already sold on these tools 
and are always anxious to see the 
newer additions to the System — 
the “spring” tools, Armide Cutters, 
ARMSTRONG Carbide Tool Holders 
and Sets. 


Put in an ARMSTRONG Window and 
include the new ARMSTRONG Drop 
Forged Wrenches, the longer 





| Two views taken at the Charles C. Lewis 
| Company, Springfield, Massachusetts. The 
| upper picture shows well-arranged stocks 

of roofing, wire and band saw blades. Note 
| bins under shipping table at right for stor- 
| age of saw bands. Below is pictured the 
| call counter and paint department. Paint 

stacked in bins shown at the left is not only 
easily seen but can be reached quickly by 
| counter salesmen. On the wall to the right 

may be seen a large paint brush display 
| board, which not only reminds customers 
of the need for brushes but facilitates their 


OE 


wrenches with the new shaped heads; selection. 
ARMSTRONG-VANADIUM Wrenches 

in all the newest types and patterns; Be pace — 

ARMSTRONG “C” Clamps and a ae f the sr Ph 

Lathe Dogs, Ratchet Drills and the over 90% ot tne machine 

ARMSTRONG BROS. “Better Pipe Shops and vool rooms. 


” Each is a permanent 
Tools. tool that does the work 
of a complete set of 


ARMSTRONG BROS. TOOL CO. _ forged tools, that cuts 


**The Tool Holder People’’ = tting-costs = 
every operation. 
305 N. Francisco Ave., CHICAGO, U. S. A. 
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Drop 
rorged 
Alloy Steel 


DROP FORGING 


alone assures fine 








srain structure and 
soundness; therefore 
drop forged Alloy 
Steel Valves and Fit- 
tings are better than 








east valves and fit- 


tings for high pres- 





| 
sure and high tem- 
| PSS perature work. 
Sue, Olen 
Equipment, Water Tube 
ee Ex- Write for Catalog F-7 
HENRY VOGT MACHINE CO., LouisviLte, KENTUCKY 
New York "Cleveland Philadelphia Dallas 
Oil + Steam = Water + Gas «+ Air + Chemicals 
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Use 


FAIRBANK’S 
Hand Trucks and 
avoid Truck Troubles! 




















FAIRBANKS 
Hand Trucks have long 


been known for their good 
quality and long life under 


the most exacting working 


conditions. 





NOW 


they can be furnished with the 
new “Fairbanks” Industrial Type 
Rubber Tired Wheel. 


This gives the user the same good 
truck, plus a good wheel that runs 
easily and noiselessly, with mini- 
mum effort, and at the same time 
No. 500 affords protection to the finest 
floors. 





Mister Dealer, this concerns you! Everywhere hand 
trucks are in use, and the tendency, more and more, is 
to equip them with a good protective wheel. You have 
this in the “Fairbanks No. 500”! And you can sell them 
at a profit. What more is there to say on the subject? 
Catalog upon request. 





THE FAIRBANKS COMPANY 
BOSTON NEW YORK PITTSBURGH 
Distribution Everywhere 





























A salesman in the making. Walter C. 
Huchthausen, Jr., is trying to sell his 
father, the president of The Huchthausen 
Company, Manitowoc, Wisconsin, on the 
idea of giving him a quarter and what’s 


more, he appears to be succ 





National Association Studying 
Selective Distribution 

The National Supply and Machin- 
ery Distributors’ Association is mak- 
ing an intensive study of the benefits 
to be derived by distributors, manu- 
facturers and consumers from a 
proper application of selective dis- 
tribution. 

Selective distribution is defined by 
the Association as a method of mer- 
chandising by which the manufac- 
turer sells his product through an 
adequate but selected and limited 
number of distributors, confining it 
exclusively to them instead of selling 
anyone who is willing to buy. 

George A. Fernley, secretary of 
the Association, in a letter to mem- 
bers requesting their ideas on the 
subject, lists the advantages which 
proponents of the plan feel would 
accrue to manufacturers on its adop- 
tion as follows: 

1. Overlapping of territory, un- 
economic duplication of sales effort 
and other unsound practices which 
intensify competition, are eliminated. 

2. The incentive to cut prices and 
engage in other sharp practices 
(which tend to multiply when an 
unduly large group of distributors 
compete for a limited volume of 
business) is greatly reduced. 

3. Correction of such conditions 
places the line on a basis that is more 
satisfactory and profitable to the dis- 
tributor, enabling him to secure 
proper turnover and adequate vol- 
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MANO ey at wet 


Spe sists Ete cage ucs. Rese aoe nuit ea 
THERE'S A WILLIAMS — 
for EVERY PURPOSE 


Williams’ line offers the widest variety of 
drop-forged Wrenches made by any one 
manufacturer. Over 40 patterns in 1,000 
sizes provide a standard wrench for 


every purpose. 


It is on honest, lasting SERVICE 
that the reputation of Williams’ 
Superior Drop-Forged Wrenches 
is based. They are dependable 


tools with sturdy strength— 
hard, tough jaws—accurately 


milled openings. Finished in 





black enamel — baked on; 
sizes stamped on the pol- 


ished heads. 
















There’s less sales resist- 





ance and surer profits 


i in the Williams line. 


o> 


Every Williams Wrench is fully guar- 
anteed. The Williams Scroll (trade- 
marked) on any tool is your assurance 
of efficient, lasting service. 


J.H. WILLIAMS & CO. 


“The Wrench People” 
75 Spring St. New York 


Western Warehouse, 
ales Offices—Chicago 
Works—Buffalo, N. Y. 








By peRIOR DROP-FORGED TOOLS 


DROP-FORGED 
WRENCHES 
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buying from you. 














WHY THEY'RE BETTER 


Compare direct 
turning pressure 
of BRISTOS 
wi:h—below, 
sidezeall pressure of 


other designs, 


© 




















Hollow Safety 
SET SCREWS CAP SCREWS 


Yet BRISTO Screws cost no more 


T takes only a minute to show users of set screws and cap screws 
the distinct advantages of Bristo Screws. Customers will be 
interested, because Bristos cost no more than ordinary hollow 
screws. They'll buy, and what is more important, they'll keep 


Security, even under severe vibration, is the big point to stress in 
selling Bristo Safety Set Screws and Cap Screws. All the force 
needed for a tight set and positive hold can be applied to the Bristo 
Wrench which dovetails into the Bristo Screw socket. No danger 
of splitting or rounding out a Bristo. The sides of the screw receive 
no strain, since the power is guided in the direction the screw turns. 


Worthwhile economy is offered, too. Bristo Screws wear longer . . . 


eliminate delays and expense due to 
jamming handle faster. Also, 
Bristos look neater, and the unique 
head design discourages tampering— 
even though a file or bar can be used 
to turn the screw. 


In addition, Bristo Screws are avail- 
able in several sizes under 1%4 inch, and 
are guaranteed against defective mate- 
rial and workmanship. Write now, for 
samples and Bristo proposition. 


THE BRISTOL COMPANY, WATERBURY, CONNECTICUT 
Branch Offices: Akron, Birmingham, Boston, Chicago, Denver, Detroit, Los Angeles, 
New York, Philadelphia, Pittsburgh, St. Louis, San Francisco 


TRADE MARK 


BRISTO 


EG. U.S. PAT. OFF. 


Socket Head 


ume. This increases his interest in 
the line with the result that he gives 
it greater attention, promoting its 
sale more vigorously. 

4. Freedom from price competition 
and the ability to make a fair profit, 
reduces the tendency to substitute 
other products, thereby insuring the 
manufacturer larger volume. 

5. Steady volume, thus insured, 
benefits the manufacturer by lower- 
ing his handling and warehouse costs, 
selling expenses, reduces the number 
of small orders, and lowers his ship- 
ping, accounting and office costs. It 
also affords the manufacturer a bet- 
ter chance to more accurately gauge 
the market and improve his produc- 
tion schedules and raw material 
purchases. 

The distributor, it is said, benefits 
by greater volume, adequate turn- 
over, fewer small orders, lower han- 
dling, bookkeeping and office costs, 
reduction in sales costs, elimination 
of unsound competitive practices and 
a correction of the price-cutting evil. 

A study of this subject, as con- 
templated by the National Associa- 
tion, should bring out additional 
benefits to be derived from selective 
distribution and, perhaps, certain dis- 
advantages to be found in its adop- 
tion. Such suggestions should do 
much to enable the distributor to 
make the legitimate profit to which 
he is entitled and to insure the manu- 
facturer the volume he desires 
through carefully selected houses. 





Edward H. Settlage, advertising manager, 
Ducommon Corporation, Los Angeles 
distributors. 
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Now 
is the Time 


to Push 


/ 


-Hard [ 





IGHT now, with increased production 
schedules going into effect, efficient 
equipment is vital. 


Never has it been so necessary to elimi- 
‘nate every possible element of waste in 
plant operation. Time out for belt replac- 
ing means idle hands, idle machines and 
increased cost of production. 


Urge your customers to standardize on 
Clipper Hooks, Pins and Lacers. Point 
out the advisability of keeping a full as- 
sortment of Clipper Hooks on hand—in 
every required size—ready for instant use 
—in order to reduce belt lacing problems 
to a minimum and assure a maximum of 
production efficiency. 






See our exhibit at the TENTH NATIONAL 
EXPOSITION OF POWER AND MECHANICAL 
ENGINEERING, Booth 265, Grand Central 
Palace, New York, December Sth to 10th, 
1932. 


Clipper Belt Lacer Company 


GRAND RAPIDS MICHIGAN 


ear 
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ine OSTEO UMD 


COAST 


B.W.H. Distributors, the largest and most progres- 
ThZ- We laele] oM lami at-Xouatelalkere] i ,d0] 0) of-1am © LoleLokM DIES ig] ol Ife) aF 
nate] <- MoS inolatomolaloliaMsie-iielsllile Miceli Qelol im fo Golol ts 


















molamoMNe|Ulolac-1 ame) Moa -1iliU a AMMO lato slolale|-Yo ME talcolt lol 
periods of prosperity or adversity, B.W.H. has faith- 
iV) Dao late MKoCol Alico] al ib am oLolel <-Xo MM al-MLAVLLMESIU] 0] ©] Ao) 0) 0-1 
mlkm ole) ol (Tui Maroh 4M ol-1-1a olla olgelol(-TurwelilomnyZ-Wilohi-¥ 
alia D ain) ololiananeolalomllatel-Yeirolalollale MESColULID Amel-Si-Tilel-vo 
his business interests. We have worked FOR him and 
WITH him to accomplish real success. 













IN (-Sware] mal alolate fale ole) oll-t-Heol Carol i-Yoll oh mUlare-larellily 
roy a aYolUIgt a -Yo Ml ob itil ole] Kol a am-> 4 ol-Xell-Valell-\aRero] a MmaT-N 2-11 
el-Merolsi) oleh a-Yom Al lamomeolalilalelolt puyol Ulale PES colU late am ole) l(a 
that has stood the test of twenty-five years. 








B.W.H. wishes to be known, and is known, as a true 
aal-lalo cos ial-Meltsialel¥h rol aan im Zell olc-Meol-\Tigel'l Mol mulel <lile 
ZolUlmav) 0) ol-Tarel-Jololscul-lalm(olgel-lmolalo Mt igelalel-19m-a A sant 
eYolel <-YoM oh mial-Mlolgel-SimellolnlmolMIce <iiloMlamisl-Ruzolate PA NALLL 
folaalo)(-Ma-\ oll] ga-s Molaro Mela iels oleh s1-to Mm Zo] (IS maolcel ol hALIE 









vites you to join its growing circle of family accounts, — 
business friendships, dedicated to better business. 


BOSTON Wav 
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ALLEN 
has not 


joined the 
mad scramble 
to manufacture 


to a price 


Panicky price-cuts on Hollow Screws are evidence to 
you of “cut” operations, reduced care in testing, relaxed 
inspection. Allen neither adopts the price-cuts nor the 
cheapening process which permits them. We supply our 
Jobbers a constantly better screw, but not at a better price than 
Quality will allow. You are selling the costliest screw to make 
but the CHEAPEST SCREW TO USE in production machinery. . . 


THE ALLEN MEG. COMPANY 


HARTFORD, CONN. U.$.A. 





Southern Association Holds 
Group Meetings 

Three well attended group meet- 
ings were held during the month of 
September by the Southern Supply 
and Machinery Distributors’ Asso- 
ciation. 

The first, at Memphis, was held at 


| the Peabody Hotel on Friday, Sep- 


tember 16. T. W. Lewis, president, 


| Lewis Supply Company, Memphis, 
| presided as chairman. The attend- 
| ance included not only a complete 


turn-out of Memphis distributors but 
representatives of several Memphis 
plumbing and heating houses and sup- 
ply houses in Pine Bluff and Little 
Rock, Arkansas, and Jackson, Ten- 
nessee. 

The morning meeting, conducted 
by Mr. Lewis, was devoted to a dis- 
cussion of trade problems in the 
Memphis district. Principal speakers 
were W. M. Given, president of the 
Southern Supply and Machinery Dis- 
tributors’ Association, and Alvin M. 
Smith, secretary-treasurer of the 
same body. Following their talks, 
the meeting was thrown open for a 
general discussion. 

Both Mr. Given and Mr. Smith 
stressed the importance of organized 
effort in dealing with the common 
problems of the industry and encour- 
aged further meetings of this group. 

The afternoon session was turned 
over to R. M. Gattshall, executive 
manager of the Joint Merchandising 
Committee of the Mill Supply Busi- 
ness. Evidence of the interest with 
which his presentation of the pur- 
poses and plans of that organization 
was received may be judged from the 
fact that Mr. Gattshall was sucess- 
ful in securing subscriptions from the 
only distributors in Memphis who 
had not previously signed up. These 
distributors also became members of 
the Southern Association. 

Mr. Lewis accompanied Mr. Smith 
and Mr. Gattshall to New Orleans 
on Sunday where all attended the 
meeting held in that city on Monday, 
September 19. 


ONDUCTED along the same 
lines as the meeting in Mem- 
phis, the group in New Orleans, gath- 
ered by the well-known Mark Lyons 
of Mobile, included representatives 
from distributing organizations in 
New Orleans, Mobile and Alexandria, 
Louisiana. The New Orleans attend- 
ance was 100%. (Turn to page 42) 
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| An 
Extra Half Ounce 


of Pressure 


on the First Stroke? 


The average industrial filer learns 
quickly enough to apply the right 
pressure to keep his file cutting. 
He also knows that this pressure 
necessarily increases as the num- 
ber of filing strokes mounts. 


Your men will need to exert only 
a minimum amount of increased 
pressure if they are using Nich- 
olson Files. 


Recognizing the varia- 


Or 
Extra Pounds 


of Pressure 


stroke — but makes them strong 
enough so that the cutting power 
does not disappear early in the 
file’s normal life. 


The consistent performance of 
Nicholson Files has won the un- 
stinted praise of thousands of 
industrial filers. Nicholson Files 
will do better work and save 
money for you. 


This advertisement, which 





bles that enter into hand 
filing, the Nicholson File 
Company shapes and 
hardens file teeth to cut 
sharply from the first 





appears in magazines reach- 
ing your trade, will lower 
the sales pressure needed to 
sell Nicholson Files. 


NICHOLSON FILE COMPANY 
Providence, R.1.,U.S.A. 





4 
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Mm on the Thousandth? 





Nicholson Service En- 
gineers are always glad }} 
to visit your plant on 
one of their regular 
trips and discuss ways of 


getting more value out 
of money invested in 
files. Alineto our home 
office will bring one 
of them to your factory. 


= 





ist A FILE FOR EVERY PURPOSE 
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In the Final Analysis 


It’s the Capital 
Sales Policy that 
counts most with 
Distributors 





CAPITAL 
“Red Cap” 


Brushes and Brooms 


have a reputation for performance 
that has won for them permanent ac- 
ceptance in thousands of industrial 
plants in every section of the country 
—a fame that makes the Capital dis- 
tributor's sales job definitely easier. 


— But 


it is the Capital sales policy that, in 
the final analysis, has brought new 
distributors into the ranks—has held 
old distributors in unswerving loyalty. 


OVER THE YEARS—under all condi- 
tions—we have held fast to the idea 
that the distributor is our logical 
sales outlet. We have protected him, 
helped him sell our products, and al- 
lowed him a good margin of profit. 
This policy continues unchanged. 


Our distributor plan should interest 
you, as it does hundreds of other dis- 
tributors today. You are invited to 
write to us for all the facts. 

















Ocroser. bringing promise of 
much better business, is here. 
Are you properly stocked with Cap- 
ital brushes and brooms to fill your 
customers’ requirements on quick 
notice? Why not check up today, 
and put through your order for any 
numbers on which you are short? 











INDIANAPOLIS BRUSH & BROOM MFG. Co. 


ESTABLISHED 1890 


In addition to the subjects covered 
in the Memphis meeting, consider- 
able attention was given in New Or- 
leans to the subject of overlapping 
territories and territory jumping. 

Mr. Smith and Mr. Gattshall pro- 
ceeded to Dallas where the third 
meeting was held in the Baker Hotel 
on Wednesday, September 23. 

Present in this group, which was 
presided over by Carl Krueger of the 
San Antonio Machine and Supply 
Company, were James Biggs, Biggs 
and Company, Wichita Falls; Jack 
B. Dale, Briggs-Weaver Machinery 
Company, Dallas; Mr. Lewis, Nor- 
vell-Wilder Supply Company, Beau- 
mont; J. C. Cowan, Alamo Iron 
Works, San Antonio; W. B. Brown, 
Well Machinery and Supply Com- 
pany, Fort Worth; D. D. Peden, 
Peden Company, Houston; W. W. 
Plowden, Sabine Supply Company, 
Orange; A. P. Johnston and George 
C. Black, The Southern Supply Com- 
pany, Dallas; David C. Jones, The 
Lunkenheimer Company; and Mr. 
Hutchinson, F. W. Axtell and Com- 
pany, Fort Worth. 


- addition to a discussion of com- 
mon problems and another inter- 
esting presentation by Mr. Gattshall, 
several groups of products were dis- 
cussed along the lines suggested by 
the American Supply and Machinery 
Manufacturers’ Association. Among 
these were pipe, valves and fittings ; 
transmission equipment; nails and 
wire products ; chain and chain hoists. 

Considerable interest was shown 
in Mr. Gattshall’s talk since this was 
the first time that many of those in 
attendance had been able to get a clear 
picture of what the Joint Merchan- 
dising Committee was trying to do. 

A meeting of similar nature is 
planned for Atlanta on October 27. 
Invited will be all distributors in 
Georgia and Florida. In the mean- 
time, Alvin Smith is working on plans 
for a gathering of distributors in 
Virginia and the Carolinas. 


* * x 


A Gentle Reminder 


Sign in the sales office of Lewis 
E. Tracy Company, Boston, reads 
as follows, “Two hoboes met on a 
blind siding. One had been a sales- 


| man whose hours were from.10 a. m 


126 Brush Street Indianapolis, Indiana | to 4 p.m. The other one didn’t have 
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the nation. Face the facts. 








"In analyzing our connection with the New York Belting & Packing 
Co., we consider the fact that we have handled your products con- 
tinuously and exclusively for nearly fifty years as most significant. 


"This half-century record of dealing with you is tangible evidence 
that, in our position, your products have always been of consistently 
high quality and fairly priced, and that your merchandising policies 
have been progressive and soundly’ conceived to meet changing mar- 
ket conditions. 


"The fact that practically every customer to whom we have sold New 
York Belting & Packing Company's belting, packing, and hose, has 
become an exclusive user is a strong expression of confidence in the 
quality of your product and our ability to supply their requirements 


promptly. 


"Your products and policies have satisfied us and our customers for 
47 years—a worthy record." 


Hendrie and Bolthoff 
Manufacturing and Supply Co. 
Denver, Colorado 
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1790 BROADWAY Oo NEW YORK, N. Y. 
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Here is an unqualified expression from 
one of the outstanding distributors in 
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Fad = 
| John Day, Jr., secretary, The John Day 
Rubber and Supply Company, Omaha. 


Business can’t be so terrible if a man can 
break out as genuine a smile as this. 





Executives Greet Customers 

Offices of the Buffalo Mill Supply 
Company have been moved to the 
front of the building on the first floor 
| to enable heads of the firm to per- 
sonally welcome friends and cus- 
tomers. * * * 





Profitless Prosperity 
J. J. Motherway, secretary, the 
George F. Smith Company, Incor- 
| porated, St. Louis distributors, re- 
ports a Labor Day trip to Bagnell 
Dam, the results of which were great 
quantities of cat fish but no appre- 
ciable additions to the family larder. 
| * * * 
Manufacturers Supply Adds Lines 
“Merit” and “Liberty Motor” bab- 
| bitt, “Sabeco” bronze and “Service” 
| casters are new lines now being dis- 
tributed by Manufacturers Supply 
Company, Grand Rapids, Michigan. 
















“UNBRAKO”’ 
Hollow Set Screw 





We certainly co-operate in boosting your 
sales not only by letting our many salesmen 
work with your own men and by turning orders 
your way, but also by advertising “UNBRAKO” 
Screws in a great many magazines to create a 
steadily growing demand. 


By now “UNBRAKO” Screws have become 
such favorites everywhere that not to handle 
them is equivalent to throwing away a great 
many profitable sales. 


“UNBRAKO” Bulletin 429 Yours on Request. 











“UNBRAKO" 
Secket Head Cap Screw 








We Also Make 


“HALLOWELL” Steel Work-Benches 
“HALLOWELL” Steel Work-Tables 
“HALLOWELL” Steel Work-Benches, Semi-Portable 
“HALLOWELL” Steel-Wood Work Benches 
“HALLOWELL” Steel-Wood Work-Tables 
“HALLOWELL” Steel Bench Drawers 
“HALLOWELL” Steel Chairs and Stools 
“HALLOWELL” Foremen’s Desks 

“HALLOWELL” Steel Shop-Furniture 
“HALLOWELL” Steel Floor Trucks 
“HALLOWELL” Steel Lift-Truck Platforms 


INDUS 
ewe = pet ECo 
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STANDARD PRESSED STEEL CO. 


BRANCHES 











es ee H. Kuehlke, purchasing agent, Richards 
CHICAGO JENKINTOWN, PENNA. cuseaeeee and Conover Hardware Company, Kansas 
— BOX 519 ST.LOUIS City, Missouri, goes through the ads in a 


late issue of Mill Supplies. 
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TONGAN IRON PIPE HE 
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MO-LYB-DEN-UM 


IRON PIPE 


“COMPANION” 


To make two sales grow where but one grew before 
—that’s merchandising. And that’s exactly what Ton- 
can Iron Pipe can bring about in many supply houses. 

Naturally, the big call is for the kinds of pipe 
with which every supply house and every pipe user 
is most familiar. But conditions in the pipe business 
are changing—none knows it better than you. Pipe 
buyers are beginning to delve more deeply into 
operating and installation costs—to consider more 
carefully the conditions to be met. And wherever 
corrosion is a factor, they are remembering the ad- 
vertising of Toncan Iron and its resistance to rust, 
and are buying it. 








Toncan Iron is an alloy of scientifically refined 
iron, copper and molybdenum. Nothing else on the 
market is like it. Nothing in the range of commer- 
cial ferrous pipe materials can equal it for long life. 
And wherever you sell other kinds of pipe for ordi- 
nary purposes, you can make a “companion” sale of 
Toncan Iron Pipe for out of the ordinary service, 
and make an extra profit. 

If you are not familiar with the possibilities this 
proposition holds, just write. 


REPUBLIC STEEL CORPORATION 


GENERAL OFFICES 


= > YOUNGSTOWN, OHIO 
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Build Volume 
At 3 Profit! . 














Bring New Opportunities 




























CAR LOADINGS 


on the increase 


ei 








eae ty Ce rg 
Fi RRS eRe. 


to distributors of 


THE NEW BADGER 
Car Mover 
and 


THE ADVANCE 
Safety Car Wrench 


H AVE you noticed 

the trend re- 
cently? Every en- 
couraging sign 
means widening mar- 
kets for immediate 
business. 
















If you do not 
| B. L. Fuchs, purchasing agent, Fuchs now handle ‘ 
| Equipment Company, Omaha. This com- these twogreat | 


You Cui With 


pany has received several good equipment 


railway car 
orders due to the recent trend in Nebraska | 


tools, write for 





The Cleveland File Company has 
always and is today building profitable 
sales volume for its distributors thru 
quality products, consumers accept- 
ance and a sound distributor policy. 
Jobbers and distributors, now, more 
than ever, realize that their business, 
in all lines, must be put on a basis 
that provides for sufficient margin to 
not only carry the cost of doing busi- 
ness, under anything approaching 
normal conditions, but net a profit. 


| 
Our distributor plan provides very | 
carefully for this result, and embodies | 
many other features which make 
“Files by Cleveland” most attractive 
to distributors. 


Write today and let us have the op- 
ese of presenting it to you. 

emember Cleveland Files are sold 
exclusively thru jobbers. 


iT FROM THE DI7T 


CLEVELAND FILE 


Company | 
3400 Hamilton Ave., Cleveland, O. | 





Company, 


| greeted with many 


towards oiled gravel roads. 





Wheeling Machine Products 
Remodels 
The Wheeling Machine Products 
Wheeling, West Virginia, 
has remodeled its building. A whole 
new store front has been installed 
with the purpose of creating a show 
room for Crane products. 
The remodeled store was opened 
formally to the public and was 
favorable com- 


ments. 
ee 


Akron Leather Belting 
A good turnover is reported by the | 
Gastonia Mill Supply Company, Gas- | 
tonia, North Carolina, on the recently | 
added Akron leather belting line. 





P. W. Stauter, left and T. E. Belcher of | 


the Mine and Smelter Supply Company, 
Denver, can reach the perpetual inventory 


| cards on 16,000 items without moving out 
| of their chairs. Note the arrangement of 


the files in the form of the letter H. 


| Gastonia Mill Supply Speseietes | | 


| 




















all the facts 
today. There 
may be an 
opening in 
your territory 
for represen- 
tation on this 
pair of profit 
builders. 












Mover Co. 


APPLETON, 
WISCONSIN 


Canadian Advance 


Car Mover Co. 








Welland, 
Ontario, 
Canada 
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“This Condor Belt runs remarkably true,” states the superintendent, 
‘in more than a year it has required no ‘take-up’ “. 


Gondoi Betis 


“.. require practically no attention” 


—6C 


Standard Belt 

Silver Edge Belt 
V-Belt 

Cone Belt 

Conveyor Belt 

Acid Hose 

Air Hose 

Contractors Hose 
Textile Mill Specialties 
Creamery Hose 
Dredge Sleeves 
Asbestos Brake Blocks 
Industrial Brake Lining 


Conveyor Belts 

Other Grades of Hose 
Suction Hose 

Oil Hose 

Packing 





-C. 1. Air Tubing 


Fire Hose 
Hydraulic Hose 
Packers Hose 
Paper Mill Hose 
Sand Blast Hose 
Sand Suction Hose 
Steam Hose 
Water Hose 
Chute Lining 
Launder Lining 
Garden Hose 


Other MANHATTAN Products 


Matting 

Pump Valves 
Tubing 
Washers 
Molded Gocds 


Oilless Bearings 
Belting of Every Description 
Molded Hose for Every Service 








oe AR se Rg I gg aE Rs PLN 5g SIRI RRR 081i TR RENN a I pe BE Og fo SE ON i Be a Ne RON GA BIC 


—unsolicited opinion from one of our customers. 


We believe nothing makes sales easier and 
produces profits more readily than well known 
products of outstanding dependability which 
give long efficient performance. 


That is our experience dating from 1893. The 
widespread use of the Condor Line has 
increased continuously during that time. 


Jobbers who handle the Condor Line find 
“repeats easy to get. The sale of one Condor 
Product usually leads to the sale of another; 
that's why— 


A Condor customer is a growing customer. 


Write for details of 
the Condor Franchise. 





The Manhattan Rubber Mfg. Division of Raybestos-Manhattan, bie? 


Executive Offices and Factories, Passaic, New Jersey 
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New and Improved Industrial Products 




















| 








NEW selfi-pressure hand oiler has just been 

announced by the Imperial Brass Manufactur- 
ing Company, Chicago. It holds one and two-thirds 
pints of oil and will throw a stream 15 feet. Suffi- 
cient pressure to completely empty the container 
when two-thirds full, can be generated by 20 to 25 
strokes of the pump which is built into the handle. 
The spray is released by pressing a button on top 
of the jar. 


HE Air Reduction 

Sales Company, New 
York, announcese a new 
oxy-acetylene cutting 
machine, the Airco-D-R 
Number 4 Radiagraph. 
It is claimed by the 
maker that this new 
number 4 Radiagraph is 
superior in every way 
to its predecessor, the 
number 1-A. The car- 
riage has been rede- 
signed and now has a 
lower center of gravity 
and a broader gauge, 
overcoming any tendency to tip. Two of the four 
carriage wheels are swiveled and act as trailers. 
Wheels are almost completely shrouded for protec- 
tion against oxides and dirt. Power is provided by 
an improved variable speed motor of very rugged 
construction and approximately 75 watts rating. 





OSEPH T. Ryerson and Son, Incorporated, Chi- 

cago, have announced a new bearing made from 
synthetic resin similar to Bakelite and with textile 
material as the base. The strong textile material 
reinforces the resinoid, which completely fills and 
saturates it. The composite material is then sub- 
jected to great heat and pressure, setting at approx- 
imately one ton pressure per square inch and 340 
degrees. After setting, the bearing cannot be re- 
softened by heat, will not absorb water or oil and is 
resistent to most acids. It is, however, attacked 
by hot, caustic alkalies. These bearings show ex- 
cellent results in cases where it is easier to apply 
water as a lubricant than oil although they will 
operate satisfactorily with the latter. 








OCKWOOD Belt-Pull, a product designed to in- 
crease the pulling capacity of rubber and leather 
transmission belts, has recently been introduced by 
the Rockwood Manufacturing Company, Indianapolis. 
The dressing was originally designed for farm ma- 
chine drives which are subjected to exposure and 
heavy dust but, according to the manufacturer, it has 
gained considerable popularity with industrial plants. 
The dressing contains no grease, oil or wax and is 
said to be particularly effective for rubber belts. 














AXE "W portable belt conveyor, embodying numer- 
ous improvements over last year’s model, is an- 
nounced by Link-Belt Company, Philadelphia. Among 
other features, it incorporates fixed steel retaining sides 
extending the entire length of the conveyor, thus pre- 
venting lumps from spilling over the sides of the belt 
at any point. To obviate a common source of trouble 
experienced with portable belt conveyors of this gen- 
eral type, the foot end has been improved to keep 
material away from the return run of the conveyor 
belt. Another feature is the new arrangement of the 
foot end plate, permitting the convenient use of the 
machine without this plate, when desired, minimizing 
labor in feeding, and serving to spéed up loading. The 
machine without this plate, when desired. The machine 
is suitable for the economical loading or unloading of 
any loose material. Various modifications are possible, 
such as gas engine operation; omission of truck wheels; 
suspension of conveyor from a trolley and omission of 
side plates when handling bagged material. 
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There is a 
Constant Market 
for the 
Victor Balata 
Line of Belting 


VICTOR BALATA Belting is adaptable to 
practically all conveying and elevating pur- 
poses and the transmission of power. 


It is dependable in quality, resistant to 
weather, water, wear and deterioration. It is 
sanitary, efficient and dependable where 
other types of belting will not operate and 


completes or rounds out your belting stocks | 


to meet every belting problem. 


VICTOR BALATA Belting is made to meet 
specific needs, therefore, creates new business. 


We tell you 
How-and-Where 
To Sell it 


The VICTOR BALATA PLAN tells you and 
your salesmen not only where new business is 
—BUT—also how and when fo sell it effec- 
tively and profitably. 








VICTOR BALATA 
BELTING 


The best all-round belt for 
driving, conveying and ele- 
vating. Waterproof—weath- 
erproof—sanitary —durable. 
Recommended for sand, 
gravel, brick, clay, stone 
and coal industries, as well 
as for all industrial pur- 
poses. 


“BILT-RITE” CONVEYOR 
BELTING 

The latest development in a 
belt to resist abrasion such 
as crushed rock, sand and 
gravel, etc. Let us tell you 
about this unique construc- 
tion of a conveyor belt. 


Other Victor Balata Sales Leaders 
Canvas Stitched Belting—for driving and 


conveying. Rec- 
ommended for agricultural uses, package conveyors, 


sand handling, etc. ie 


"Easton" White Solid Woven Cotton Belting— 
for light conveying and elevating. 


"Penntex" Solid Interwoven Belting— 
for transmission and conveying under heat and acid 


conditions. 
& 


Package Conveyor Belts—slid woven and 
inner - stitched 


canvas for conveying all types of materials. 
% 


"Victor" Endless Thresher and Tractor 
Belts—constructed with the improved bias lap. 


These Give You 


ONE source of supply for Balata, 
Canvas Stitched and White Solid Woven 
Cotton Belting, with an Engineering De- 
partment ready to serve you on all Con- 
veyor and Transmission Belting problems. 


Profitable Sales Await the Alert Distributor 


VICTOR 


Balata & Textile Belting Co. 


38 Murray St. 


New York, N. Y. 
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New and Improved Industrial Products 








‘THE Falk Corporation, Milwaukee, Wisconsin, an- 
nounces three styles of Motoreducers (combined 
motor and speed reducer) which represent a distinct 
departure from previous practice. The gear housing 
in every case acts as a support for the motor, thus 
assuring the necessary rigidity. In the Integral type 
the motor end bell is removed and the motor close 
coupled through a bayonet type of joint to the gear 
case. In the Flexible type the round frame type of 
motor is used and the end bell retained. In the All- 
Motor type any standard horizontal type motor may 
be used, the motor being connected through a flexible 
coupling to the reducer housing. All three types are 
supplied in horsepowers from % to 75, with ratios 


O meet the de- 

mands of those in- 
dustries which cannot 
use factory made end- 
less rubber belts or 
those laced with con- 
ventional fasteners, the 
B. F. Goodrich Rub- 
ber Company, Akron, 
has developed a new 
belt, “Highflex Junior,” 
which can be made 
endless in the plant 
after being applied to 
the machine. The com- 
plete outfit for mak- 
ing the splice includes 
a low priced, electri- 
cally heated, automat- 
ically controlled vul- 
canizer, developed by 
the James C. Heintz 
Company of Cleve- 
land, a light template 





— 


ee 


from 4.6 to 288. for laying out and stepping down the ends of the belt, 


the necessary hand tools and a specially designed 
cement and tie gum. The photograph shows an oper- 
ator laying out the splice and stepping down plies. . 











HE National Acme Company of Cleveland will 

soon introduce to industry an instrument known 
as the Chronolog, the purpose of which is to give an 
accurate production record on any type of machine. 
This instrument gives the operator a visible record 
throughout the day of idle time, in minutes, that has 
accumulated during his run; of productive time; and 
a count of units produced—whether those units be 
feet of paper, yards of cloth, cans of paint or pieces 
produced by a machine tool. In addition, the instru- 
ment makes a detailed printed record for perusal 
by the foreman or superintendent. 














HE South Bend Lathe Works, South Bend, Indi- 

ana, has announced a new, underneath belt, motor 
drive bench lathe, which embodies several new 
developments. Drive is furnished by belt from a 
reversing motor mounted under the bench, directly 
beneath the headstock. An easy-reading index plate 
shows at a glance the proper gearing to obtain any 
desired tool feed. The lathe is of the back-geared, | 
screw cutting type. | 





HE Cincinnati Tool Company, Cincinnati, is distributing a 

new precision bench saw. The table of the saw, which is 
called the Red Fox, is 14 inches by 17 inches, giving sufficient 
space for the handling of large work. A clear ripping width of 
7% inches is available between the saw and fence. The table 
tilts 45 degrees and has accurate stops to cut at this angle as well 
as at 90 degrees. A special clamp holds. the table in any position 
in which it may be placed. The saw operates at a speed of 5600 
revolutions per minute, which gives a surface speed to an 8-inch 
saw of 12,000 feet per minute. Bearings are bronze turned and 
bored from solid stock. Four saw blades are offered to meet 
various classes of work. 


————————— 
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DAY- STEEL 


PULLEYS 





WITH DAYTON COG-BELTS 


THIS NEW LOW PRICED V-BELT DRIVE IS NOW 
IN A COMPLETE RANGE OF SIZES 


AVAILABLE 


New low levels in initial cost— 
lower maintenance costs—new high 
standards of performance—com- 
plete range of sizes. These are some 
of many advantages you can offer 
your customers with Day-Steel 
Pulleys, designed especially for use 
with the famous Dayton Cog-Belt. 
Here is a new and better pulley 
which is— 

= 30% to 50% lower in price— 
offering tremendous savings in initial cost 
and in maintenance expense. 
—accurately formed from heavy-gauge 
pressed-steel, strongly welded both at the 
rim and at the web—assuring maximum 
strength and ruggedness with a substantial 
reduction in weight. 

—rigidly assembled with a hub of 
unique design— providing true run- 


ning and accurate balance. 
—finished in high quality 
aluminum—providing com- 
plete protection and outstand- 
ing appearance. 


NOW! 6 GROOVES 
—made with 1 to6 grooves 
—for all ratings of 71% h.p. 
and below—all speed ratios 
—all center distances. 


And to make sales still easier, these 
new Day-Steel Pulleys are individu- 
ally packaged, and include inter- 
changeable bushings for any size 
bore—the first time that drives have 
ever been offered in such a con- 
venient and attractive way. They will 





appeal to all who are 
interested in a drive 
which combines the 
qualities of economy, 
efficiency and attractive 
appearance. From every 
standpoint, there’s no 
drive to equal the new 
Day-Steel Pulleys used 
in connection with Dayton Cog- 
Belts ... an unusual opportunity 
for distributors. 

pe not get the complete propo- 
sition? We'll be glad to send it to 
you. Just ask for Bulletin No. 110-A, 
which gives all the facts. 


THE DAYTON RUBBER MANUFACTURING CO., Dayton, Ohio 


Factory Distributors in Principal Cities and all Westinghouse Electric and Mfg. Company Sales Offices 


=) 





for) 
oS 


ayton 


G-BELT DRIVES 
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New and Improved Industrial Products 





NEW positive drive tap chuck 

has been developed by the 
Jacobs Manufacturing Company, 
Hartford, Connecticut. While the 
chuck is specifically designed to | 
handle extremely heavy duty tap- 
ping, it is claimed by the manufac- 
turer that the balanced design, light 
weight and small diameter make it 
adaptable for use on high speed, 
sensitive tapping attachments. The 
tap is rigidly and accurately held by 
the shank, the two back jaws driv- | 
ing the tap by the square. The | 
chuck may be operated by hand for 
light tapping. Taper holes are in- 
terchangeable with standard Jacobs 
drill chucks. 





HE Linde Air 

Products Com- 
pany, New York, has 
introduced a new 
cylinder truck for 
distribution by 
Prest-O-Weld and 
Purox jobbers east 
of the Rocky Moun- 
tains. This new oxy- 
acetylene welding 
accessory, known 
as the No. 5 Cylin- 
der Truck, should 
be of considerable 
interest to welders 
and to shops in 
which portable oxy- 
acetylene welding 
and cutting equip- 
ment is used. The 
frame of the new 
No. 5 Cylinder 
Truck is made of 
1% inch angle iron 
welded into a per- 
manently rigid unit. 
A beveled steel plate welded to the frame forms the cyl- 
inder platform. The handles are made of 1%-inch pipe | 
curved to provide a firm, easy grip. The handles are 
firmly bolted to the cylinder platform and to the upper 
part of the frame. The cylinders are held firmly in posi- 
tion on the truck by means of chains which are adjustable 
to accommodate cylinders of different sizes. The truck 
has 12-inch cast iron wheels with 2-inch tires. The overall 
size of the No. 5 Cylinder Truck is 48 inches high by 30 
inches wide. Its weight is only 80 pounds. 





ed 





FLASHLIGHT built into the handle of a screwdriver | 
quadruples the efficiency of the latter according to the 
Burgess Battery Company, Freeport, Illinois, which has | 
recently developed such a new product. The flashlight | 

delivers a definite spot of light on the screw and enables 
the mechanic to use both hands effectively on his work. 

| The high grade bit is manufactured by the Vichek Tool 
Company and fitted securely into a handle of efficient 
shape. The driver can be safely recommended for 110, 220 | 
or 440 volt electrical work, its vulcanized rubber handle 
only breaking down at 5200 volts. 











KILSAW, Incorporated, Chicago, has recently de- 

veloped a new portable electric hand saw, model 
W. This tool, which weighs only eight pounds, has 
a die cast aluminum frame, is equipped with a 4% 
horsepower direct or alternating current motor and 
has a six-inch saw blade. Maximum depth of cut in 
wood is 1%-inches. Its overall length is 12-inches. 
The saw is equipped with a 15-foot, two conductor 
cable, the connector being suitable for lamp sockets 
or wall receptacles. The manufacturer recommends its 
use for sawing one-inch lumber by contractors of all 
kinds. It is also well adapted for maintenance work 
and steady shipping room service in industrial plants. 





HE Rawlplug Company, Incorporated, New York, 

announces the Rawl-Anchor. a one-piece, heavy 
duty, double expanding masonry anchor for bolts. This 
product departs from usual construction in that a 
double inverted cone body of aluminum is employed as 
the expanding factor. Among its features are: one- 
piece fool-proof construction, no top or bottom—either 
end may be inserted in the hole, ability to develop 
strength of the bolt or surrounding material when 
properly calked. and the elimination of all but one calk- 
ing operation. The ductile aluminum collars top and 
bottom spread upon being calked and completely seal 
the hole, preventing the lead from flowing under a 
load pull. 





HE Macleod Company, Cincinnati, has developed a 

machine, known as the Macrete Gun, for spraying 
or coating mixtures of cement, sand and lime. It is 
made in two sizes and can be equipped with nozzles 
to meet all requirements. The machine has two cham- 
bers, the upper of which can be loaded while the lower 
is in operation. When the latter has been emptied, the 
contents of the upper compartment can be dropped to 
the iower, establishing almost continuous operation. 
The mixing nozzle is equipped with a rubber lining. 
An attachment for sand blasting can be supplied on 
specification. 
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W. S. Nichols got his start in the supply 
business in Louisville more than 25 years 
ago. For the last 23 years, however, he 
has been associated with the Brammall 
Supply Company of Benton Harbor, 
Michigan. He is now general manager 
of that firm. 


the subject of duplicate stocks is 
quoted as follows: “If there are 
more manufacturers of a product 
than distributors in a given territory, 


some distributors should take on two | 





New Angle on Duplicate Stocks | 


An eastern distributor, discussing | 





lines in order to give the manufac- | 


turers representation. If no distribu- 
tor will take the line of a manufac- 


turer, he can hardly be criticized for | 


selling direct.” 





Charlie Donnelly (left) and Tom Smith, 

counter sales specialists on builders’ hard- 

ware and industrial supplies, are respon- | 

sible for much of the success of the 

J. M. Tull Rubber and Supply Company, 
Atlanta. 




















BALL 
BEARING 


Spur Geared 


CHAIN 
HOISTS 


V4, ton to 20 tons Capacity 


N their wide range of 

sizes and capacities, 
Yale Ball Bearing Spur 
Geared Chain Hoists en- 
able you to provide the 
utmost in safety, speed 
and efficiency for every 
industrial and commercial 
requirement. 


“From hook to hook 
a line of steel” 





Steel load sheaves 


Chrome vanadium steel 
ball bearings 


One-piece driving 
pinion 
Wrought steel side plates 


Heat-treated steel load chain, 
Forged steel safety hooks 


These and other factors insure 
year in, year out service with 
absolute security. 


Yale Chain Hoists are available from the stock 
of Industrial Supply Distributors in all capacities 
and types. 


THE YALE & TOWNE MFG. CO. 
PHILADELPHIA DIVISION, PHILADELPHIA, PA., U.S.A. 


Makers of Yale Electric Trucks, Hand Lift Trucks, 
Hand Chain Hoists, Electric Hoists and Trolleys. 
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DIXON'S 
FLAKE 
GRAPHITE 
for beHter 
Lubrication 


RAPHITE has every quality necessary 
for an efficient lubricant. 


It fills in uneven surfaces, giving them a 
smooth bearing surface, and prevents metal 
to metal contact. It prevents internal fric- 
tion. 


DIXON’S Flake Graphite is a natural form 
of pure carbon, containing nothing that will 
thicken, gum, corrode, or scratch. 


It is unaffected by heat or cold. 


DIXON’S Graphite Lubricants for industrial 
use contain only the purest forms of natural 
GRAPHITE. Each has been developed for 
a specific service—for better lubrication— 
for longer service in operation. 


DIXON INDUSTRIAL PRODUCTS 


Flake Graphite 

Graphite Cup Grease 

Waterproof Graphite 
Grease 

Graphite Spring Oil 

Solid Belt Dressing 


Paste Belt Dressing 
Graphite Seal 

Pipe Joint Compound 
Boiler Graphite 
Silica-Graphite Paint 
Bright Aluminum Paint 


Joseph Dixon Crucible Company 


New Jersey 
DIXON SERVICE 


Jersey City a 
105 YEARS OF \™% 














W. E. Gandt, formerly assistant manager 
of the Boise, Idaho, branch of the Salt Lake 
Hardware Company, who was made mana- 
ger on August 31, succeeding C. J. Ertel. 





Foster Issues Catalog 

F. G. Foster Company, Hoquiam, 
Washington, has just issued a new 
360 page industrial catalog. The 
book was compiled and printed by 
the Cuneo Catalog Service Company, 
Chicago. 

A brief history of the 46-year-old 
company is printed on the first page 
and signed by F. G. Foster, presi- 
dent. This is followed by a 15-page 
alphabetical index. The last three 
pages are devoted to tables and in- 
formation of general interest to the 
industrial buyer. 

F. G. Foster Company operates a 
branch store in Raymond, Washing- 
ton. 

* * x 
Mott Succeeds Collins at Morse 

O. W. Mott has succeeded W. J. 
Collins, deceased, as vice-president 
and treasurer of Ellis W. Morse 
Company, Binghamton, New York, 


distributors. 
* * 


Rapid Unloading 
In their new location at 68 Wash- 
ington Street, Buffalo, the Peerless 
Mill Supply Company can drive 


| heavily-laden trucks on the elevator 


| and lift them directly to the unload- 


ing points on the upper floors. Addi- 


| tional parking spaces for customers 





has also been provided. 
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McQuade Sales Manager of 


















Marshall-Wells Is Your Business 
George S. McQuade, formerly in | 
charge of mining and railroad sales | 


Suffering from 


CATALOGUE 
STARVATION 


84% of the distributors who 


have issued depression-fighting new 


for the Marshall-Wells Company, 
| Duluth, has been promoted to the 
} position of sales manager. 

Mr. McQuade began his career 
with the Marshall-Wells Company 
some years ago and has worked up 

| from the ranks. One of his first as- 
| 
‘ 





ad 


signments after being transferred to 
the sales department was to call on 
the retail trade in north central Min- | 
nesota. He covered this territory un- | 
til 1922 when he was transferred to | 


TANY 


‘OD 2 TVIN 


Donnelley catalogues, have increased 


or maintained their financial ratings. 


CREASED ratings 
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@ These impressive figures reveal only 
a part of the comparative ups and 
downs of more than 900 industrial 


supply distributors. 
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G. S. McQuade 
@ You are welcome to the additional 
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Base 


the Mesaba Range territory, solicit- 

ing business from the mining com- 

panies. His success in this work was 

so marked that in 1927 he was pro- | 

moted to the management of the in- 
dustrial sales division. 

His duties during the past few | 
years have involved frequent trips 
over most of the Northwest. His | 

complete familiarity with conditions | 
and thorough knowledge of hard- | 


interesting facts, without obligation. 


R. R. DONNELLEY 
& SONS COMPANY 


350 East Twenty-second Street 
CHICAGO 


, 


ele tla end, =, 




















| ware and industrial lines, will be val- | 2 
uable to the many customers served | 
by the Marshall-Wells Company. 
‘+e 4 
| H. D. Taylor Sells Welding 
Equipment 


The H. D. Taylor Company, Buf- 
falo, is now distributing the U. S. L. 
| line of electric welders and Hollup 
welding wire. Theodore Axtell has 
been employed as welding specialist 
and comes to the company with a 
background of 9 years’ factory ex- 
perience, 


DONNELLEY CATALOGUES PAY! 
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| Tl RAI l WRITE TODAY 
FOR DATA ON 
A NEW LINE OF DOUBLE ROW BALL BEARING 
TROLLEYS AT A NEW LOW PRICE TO OPERATE 
ON ALL TWO-INCH FLANGE MONORAILS  -:- 
PACK-HARDENED WHEELS, CHROME STEEL 


BALLS, BETTER AND STRONGER YOKES, EASIER 
SWIVELING. 


THERE IS A GOOD MARKET FOR THIS TROLLEY 
OUR SURVEY OF USERS WILL PROVIDE 
IMMEDIATE CONTACTS 


REPLACEMENT AND ADDITIONAL UNITS 
RUN INTO GOOD VOLUME 








HERE IS AN OPPORTUNITY TO BOOST 
SALES ON OTHER LINES 


TROLLEYS | 


PHILADELPHIA TRAMRAIL COMPANY, Philadelphia, Pa. 























Have to “Dig” for Prospects with 


THE NEW IMPERIAL 


Paint Spray Equipment 
On your daily calls, note the al- 
ready extensive use of paint spray 
equipment. | 
How much of this equipment is 
obsolete—or nearly so? 


How many present users could 
well use additional equipment? 

How many non-users could be im- 
pressed with the advantages of in- 
stalling it? 

All around you are opportunities 
—in industrial plants, machine shops, 
woodworking shops, garages, office 
buildings and institutionx—IF YOU 
SELL THE RIGHT LINE. 

The New Imperial is the ultimate 
in paint spray equipment, fast selling, 
profitable for distributors. Investi- 
gate today. 


The IMPERIAL BRASS MFG. CO. 


511 So. Racine Ave. Chicago, Ill. | 





The New Imperial 


Modern, a marvel of simplicity, 
possessed of convincing sales fea- 


tures. 


An ideal specialty, 
with: 


along 
Imperial Welding 
and Cutting Equipment 
an 
Sette faucets. 
Ask for details about the great 
Imperial Trio. 








You Dont 





E. M. Heim for the last 12 years has been 
operating the Heim’s Machinists Supply 
Company of Rockford, Illinois. His is a 
specialized business principally in abrasives 
and cutting tools, something he is really 
familiar with because he at one time had 
charge of a metal working plant and has 
that practical experience that helps him 
along through many tough spots. 





Williamson Supply Sells 
Automotive Parts 
The Williamson Supply Company, 
Williamson, West Virginia, has re- 
cently taken on the distribution of 
certain automotive parts for that 


territory. 
* * * 


Hawley Hardware Adds Salesmen 


The Hawley Hardware Company, 
Bridgeport, Connecticut, has recently 


| added W. J. Kuba, W. A. Gilbert 


and Tom Neary to its sales force. 
* £4 


August Building Picks Up 

August contracts for new construc- 
tion of all descriptions awarded in 
the 37 states east of the Rocky 
Mountains showed a gain of 4% over 
July awards according to the F. W. 
Dodge Corporation. The August fig- 


| ure of $133,988,100 compares with 
| $128,768,700 for July and $233,106,- 


100 for August, 1931. Gains over 
July were shown in building, both 
residential and non-residential, as 
well as in engineering works. The 
contract total for engineering works 
was only 12% smaller than the total 
shown for this class of construction 
during August, 1931. 


————— 
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Why Buy From the Distributor? 
By HAROLD D. SMITH 


Salesman, Beck and Gregg Hardware 
Company, Atlanta, Georgia 


F the industrial plant goes to the 

manufacturer to buy his supplies 
at a cheaper price, the industrial dis- 
tributor will eventually be erased 
from the picture. Then, when some 
little item is needed in a hurry, the 
buyer will be “just out of luck.” Pro- 
duction will be at a standstill, ma- 
chines and men idle, customers irate 
and competitors will be raking in the 
business. That, I believe, is one rea- 
son, and a very good one, why every 
industrial plant in Atlanta should buy 
from me. And what is more, I be- 
lieve that they should buy from me 
regularly and not just in times of 
emergency. My reason for this is 
that if they have been buying a cer- 
tain odd screw direct from the manu- 
facturer and they suddenly find them- 
selves in desperate need of a few, 


“red cap” service is demanded. As | 


this cannot always be obtained, de- 
lays in production schedules are 
bound to result. 











But, on the other | 


hand, if they had been buying this | 
screw from us regularly, we could | 


anticipate their needs. 


ANY of our accounts have come 


to the point where they look 


upon us as their maintenance stock | x 
ye ee -* | This plaid box identi- 


room. They realize that any saving 
which they might make by buying di- 
rect would be entirely offset by main- 
tenance and freight charges. Since 
most direct purchases must be made 


in relatively large quantities, the sav- | 


ing on inventory investment alone is 
well worth considering. 

While a definite service charge is 
included in the distributor’s price, 
there are many emergency deliveries 
made, the expense of which exceeds 
any possible profit on the sale. Dis- 
tributors, however, are ready and 


willing to take this loss occasionally | 


for old and loyal customers. 

Occasionally I have run across a 
purchasing agent who could not be 
moved by arguments calculated to 
show him how he could save money 
by buying his maintenance supplies 
from the distributor. Some of these 
can be moved by loyalty to their 
community, that is, the argument to 
keep their money at home. 

All of these reasons make me be- 
lieve that the distributor’s position in 
the economic scheme of things is 
sounder today than it ever was. 

















SCH vue BLADES 


THAT SELL THEMSELVES 
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fies hacksaws whose 
performance and uni- 
formity have never 
been excelled. 


For genuine time saving, money making value, 
LENOX saws win out every time. They are sold 
through industrial distributors with full protection 
and sales cooperation. 


ITWILL PAY YOU to enjoy the SATISFACTION 
and PROFIT of selling “The Blade in the Plaid Box” 
—THE BLADE THAT STANDS UP UNDER 


ANY CONDITIONS. 


0 & ‘The Blade in the Plaid Box” 





AMERICAN SAW & MANUFACTURING CO. 


SPRINGFIELD, MASS. 
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| Petter Supply Issues Catalog 
| The Henry A. Petter Supply Com- 
L E AT 4 E R PA C K i N G w | pany, Paducah, Kentucky, are now 
distributing the Petter Blue Book—a 
| 640-page reference book of industrial 
| and railroad supplies. 

One of the outstanding features of 
the catalog is a constant repetition of 
the telephone number and the sugges- 
tion to order by telephone. The mer- 
chandise illustrated includes steam 

| and water works supplies, industrial 
supplies, tools, plumbing and heating 
goods, machine tools, materials han- 
dling equipment, steam engines, boil- 
ers and accessories. 

The great variety of goods required 
of a distributor serving the diversified 

{ needs of mines, mills and contractors 
have been well handled in one of the | 
| 


Se 


LLL LOO 





largest supply catalogs issued in 1932. 
| R. R. Donnelley and Sons Company 


are the compilers. 
* ¢ @ 
Wiley-Hughes Distributes 
Detrolined Bushings 
The Wiley-Hughes Supply Com- 
pany, Trenton, New Jersey, has 
Chicago Rawhide Mfg. Co. : ; 


taken on the distribution of Detro- 


| 
| timed bushing stock for Trenton and 
1301 Elston Ave. Chicago, Ill. | | surrounding territory. This product | 





is manufactured by the Detroit 
Seamless Steel Tubes Company, 


TAKE ONE APART » = 


SHOW YOUR TRADE 
Why 1 Dart Union Equals 2 | 








DOUBLE WEAR 
DOUBLE SAVING 
DOUBLE EFFICIENCY 
The DART Bronze to Bronze principle 
is two bronze seats, ball joint properly 
‘ ground in, with high grade malleable 


iron pipe ends and nut which assures 
longer and better wear. 


This principle makes DARTS easy to 
sell and easier to get repeat orders. 


TEES—UNIONS—ELLS 
SCREWED—FLANGED 





E. M. DART MFG, CO. 
PROVIDENCE, R. I. 














ca 
BRONZE-TO-BRONZE 
ail 


DART U 





S 


Equipment is displayed at the Mill and 
Mine Supply Company essentially as it 


Sales Agents: Canadian, Factory: would be set up in practice. C. E. Hig- 
Dart Union Company, Ltd. 
™ re pig one A _— 2 Toronto, Canada gins, manager of the mining department, 


| is standing beside a Straub-10 Stamp Mill. 
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A Year Brings Changes 


Some firms pass out of business. 
companies are born. 
drop old ones. 


Others are merged. New 
Some organizations add new lines— 


This has been particularly true during 1932, which has wit- 


nessed business taking the final drop 
to rock bottom, then starting gradually 
on the upward movement. 


Because of these changes in manufac- 
turing organizations, the industrial 
distributor needs an up-to-date buyer’s 
guide if he is to render the kind of ser- 
vice his customers expect from him. 
More than ever will he need such a 
definite help in 1933, for the demands 
of industry will be many and varied, 
and will require quick action. 


The 26th (1933) edition of the MILL 
SUPPLIES CATALOG & DIRECT- 
ORY will fill the bill for distributors 
in 1933, as it has in past years. Direct- 
ory listings will be brought up to the 
minute. In addition, many manufac- 
turers will present new condensed 
catalog data on their lines. 


MILL SUPPLIES 
CATALOG & DIRECTORY 


‘The Industrial Distributor’s Buying Reference”’ 
520 N. Michigan Ave. Chicago, Ill. 








Distributors — 


The following list of manufacturers 
who have already arranged for catalog 
space in the 1933 edition of the MILL 
SUPPLIES CATALOG & DIREC 
TORY will give you an idea of how 
valuable the Manufacturers’ Catalog 
Section is going to be to you this com- 
ing year. The names of many more 
manufacturers will be added to the list 
within the next few weeks. 


Advance Car Mover Co. 
Allis-Chalmers Mfg. Co. 
American Injector Co. 

American Saw & Mfg. Co. 
American Swiss File & Tool Co. 
Appleton Car Mover Co. 
Armstrong-Blum Mfg. Co. 
Armstrong Bros. Tool Co. 
Binghamton Flexible Shaft Co. 
The Borden Company 

Brown & Sharpe Mfg. Co. 

Buffalo Meter Co. 

The Cleveland File Co. 

Clizbe Bros. Mfg. Co. 

The Columbian Vise & Mfg. Co. 
Curtis Pneumatic Machinery Co. 
Desmond-Stephan Mfg. Co. 

The Dumore Co, 

Excelsior Leather Washer Mfg. Co. 
Ford Chain Block Co. 

Hettrick Mfg. Co. 

Hollands Mfg. Co. 

C. B. Hunt & Son 

Ideal Commutator Dresser Co 
Imperial Brass Mfg. Co. 
Independent Pneumatic Tool Co. 
Indianapolis Brush & Broom Mfg. Co. 
The Joyce-Cridland Co. 

Kinney Manufacturing Co. 

Lowell Wrench Co. 

Milwaukee Brush Manufacturing Co. 
The Osborn Mfg. Co. 

The Wm. H. Ottemiller Co. 

The Charles Parker Co. 

The Ridge Tool Co. 

Safety Belt Lacer Co. 

Safety Wrench and Appliance Co. 
Sarco Company, Inc. 

The Standard Electrical Tool Co. 
Standard Steel Specialty Co. 
Toledo Pressed Steel Co. 

The Toledo Wheelbarrow Co. 
Henry Vogt Machine Co. 

P. Wall Manufacturing Supply Co. 
Westcott Chuck Co. 

Worcester Brush & Scraper Co. 
Wright-Austin Co. 

Wright Manufacturing Co. 

Yost Manufacturing Co. 
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DISTRIBUTORS: 
This Will Appeal to You! 
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The New Atlas 
9-inch screw-cutting 
bench lathe is the 
realization of our 


We Announce 


THE NEW ATLAS 





fondest hopes — 

; C. B. Baer, sales manager, Basche-Sage 
ne —a remarkable bench lathe at a remark- Hardware Company, Baker, Oregon. This 
ferent. ably low price company, while not operating in a very 


productive industrial territory, neverthe- 
less, through the personal efforts of Mr. 
Baer, sells a considerable line of industrial 
supplies. At the present time the gold 
mines are showing the most activity— 
shovels and drag lines for the placer mines | 
and valves, fittings, and belting, for the 


The price is suf- 
ficiently low to at- 
tract the immediate 
interest of every 
thinking buyer. 


$79,00 Territories on The New Atlas are 


open to a limited number of distributors who are 
interested in sales and profits—Now. 


—- 





| ATLAS PRESS COMPANY [lj wsitia, | a" operations and mulls 
|| 1840 N. Pitcher St. KALAMAZOO, MICH. of our plan. 





























Buyers and Salesmen 

Pete Boylan is the source of a 
clipping from “The Midwest Pur- 
chaser,” which defines buyers and : 
salesmen as follows: | 

A buyer starts out by knowing a 
great deal about a very little. Gradu- 
ally he knows more and more about 
less and less, until, finally, he knows 
practically everything about nothing. 

A salesman starts out by knowing 
a very little about a great deal. Grad- 
ually he knows less and less about 








To Distributor Executives: 


When you have gone through this issue of MILL 
SUPPLIES, ask yourself if it would not be worth four cents 
a man to you to be assured that every one of your salesmen 
obtained the full benefit of the many sales-building helps it 


contains. 


At a cost of only four cents a month, you can (as hundreds 
of other distributors are now doing) send MILL SUPPLIES 
to each one of your salesmen’s homes. There, in one or two 
evenings a month, they can absorb enough valuable informa- 
tion to repay you hundreds of times over for the small ex- 
pense you have incurred in sending the magazine to them. 


Send us today the names and addresses of the men who 
should receive the Magazine. A bill will be sent you later. 


MILL SUPPLIES, 520 N. Michigan Ave., Chicago, Ill. 








more and more, until finally, he 


knows practically nothing about 
everything. 
 * * 
New Lines for Bickford and 
Francis 


Bickford and Francis Belting Com- 


| pany, Buffalo, are now distributing 
| Bassick casters, Rockwood drives and 

a new leather belt of their own, trade- 
| marked “Research.” 


| 
| 


| 
| 


* * * 


Tracy Distributes Detrolined 
Bushings 
Lewis E. Tracy Company, Boston, 
is now distributing Detrolined bush- 
ing stock, manufactured by the De- 
troit Seamless Steel Tube Company. 
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The F. G. Foster Company of | | 
Hoquiam and Raymond Washington, | _ 
west coast distributors of mill supplies | 


and hardware, upon receiving their 


new Cuneo-Built catalog could not re- | 
frain from an expression of delight and 


satisfaction. 


Cuneo Catalog Service Co. 
22nd—Canal—Grove Sts. 
Chicago, Illinois. 

Attention of 

G. H. Gardner, 
My Dear Mr. Gardner: 

"We have reviewed the catalog 

very carefully and are more than 
pleased with the edition. It is cer- 
tainly a work of art. 


Pres. 


“There was some question in our 
minds as to whether the time was 
opportune for going to the expense 
of getting out a new catalog right 
in the face of declining business, 
but having faith in our country, we 
took the chance. 

“My associates all agree that we 
were justified in going to the ex- 
pense. We fully expect it to pay 
us big dividends.” 


F. G. FOSTER COMPANY 


F. G. Foster 
President 


This is only one of many 


Cuneo-Built Catalogs con- 
tacting customers, making 


more sales every day. You | 
also can increase your sales 
with a new catalog. Write 
us today for information and 
prices. 


CUNEO 


CATALOG SERVICE CO. 
Canal Grove Sts 
CHICAGO 


Twenty-Second 





J. L. Foss, left, sales manager, and William 
| Siebenfifer, purchasing agent, M. L. Foss 
| Company, Denver, inspect some new wood- 


weuen. 


ees Industrial Distributors 
Hear Gattshall 


Distributors from Chicago and sur- 
rounding cities met at dinner at the 
Hotel Sherman on Tuesday, October 
| 4. The meeting, called by Wendell 
H. Clark, president of the Chicago 
Mill Supply Club, was attended by 
both executives and salesmen. 

The principal speaker was R. M. 
Gattshall, executive manager of the 
Joint Merchandising Committee of 
the Mill Supply Business. Mr. Gatt- 


of the Committee and the importance 


salesmen. 


The Chicago Mill Supply Club is 
| made up of a group of about 15 dis- 


ford and Peoria. Regular meetings 
have been held for the last five years. 
e+ ¢ 


Road Building Helps Butte 
Distributors 

J. S. Perry, secretary of the Hall- 
Perry Machinery Company, Butte, 
| Montana, late in September reported 
industrial sales at the lowest ebb. 
But the day was saved in the case of 
| distributors carrying a line of road 
building equipment by the letting of 
three large road contracts early in 
| the year which gave them a fair vol- 
ume of business in the line of heavy 
machinery. In addition, there is to 
be another letting in November by 
the State Highway Commission, in- 
volving the construction of 142 miles 
of road, as a part of the emergency 
relief program. This, it is expected, 
will give further impetus to business. 








working tools, recently taken on for dis- | 





shall explained in detail the purpose | 


of the work to distributors and their | 


tributors from Chicago, Joliet, Rock- | 


ersatile 


There’s a Bond caster manu- 
factured to fit every possible 
need. From the man who 
comes in for “‘just a caster” 
to the large manufacturer 
where thousands of casters 
are bought through a hard- 
boiled purchasing agent or a 
technical engineer, there’s a 
Bond caster to “fit the job.” 


23-A Series. Sturdy 
construction guaran- 
tees efficiency under 
abnormal conditions. 
King bolt construc- 
tion. Equipped with 
Plain or oller 
Bearing. Rubber 
tired, Thread Guard 
and other type 
twhee!s. 








33-A Series. Pressed 
steel caster. Where 
lightness and stami- 
na must go hand in 
hand. Finest -mate- 
rials. Efficient un- 
der the most severe 
tests. 


1-A Series. Station- 
ary type caster. Me- 
dium heav y duty 
service. One piece 
stationary base. 
T-head axle bolt pre- 
vents axle from turn- 
ing, insuring finer 
service. 





26-A Series. Les- 
Nois type caster. 
Designed for swift, 
smooth and quiet op- 
eration. Swivel or 
stationary types. All 
bearing surfaces 
hardened and ground 
assures exceptional 
rigidity and strength. 





pas ore 


paz 


Foundry & Machine Co. 
Manheim, Lanc. Co., Pa. 


Phila. Office: 617 Arch St. 

N. Y. Office: 256 Broadway 
Chicago Office: 39 S. Clinton St. 
Manufacturers of Power Transmitting 


Specialties, Materials Handling Equip- 
ment and Truck Casters. 














§ Manufacturers Tell Us »» 


Of personnel changes, new sales plans, new literature, changes in 
quarters, new distributors appointed, and other facts of interest 











Price in Charge of Sales for 
American Fork and Hoe 

George T. Price, vice-president of 
the American Fork and Hoe Com- 
pany and heretofore, manager of the 
Kelly Axe and Tool Works Division, 
has been placed in charge of sales 
for the company. 

He succeeds E. W. McCarty, who 
has been compelled to give up the 
direction of sales because of ill 
health. Mr. McCarty will continue as 
a vice-president and member of the 
executive committee. 

* * * 


Parker Sales Manager Lamson 
and Sessions Bolt Company 
Jack Parker will continue as sales 

manager of Lamson and Sessions 

3olt Company, Birmingham, accord- 
ing to a recent announcement made 
by H. P. Ladds, vice-president and 
general manager of the Birmingham 
subsidiary of the Lamson and Ses- 

Company, Cleveland. There 

will be no major changes in the sales 

policy of the company. 


sions 


* * * 


Foote Brothers in One Plant 

Able Davis and Franklin H. Fow- 
ler, Receivers in Equity for Foote 
Brothers Gear and Machine Com- 
pany, announce that arrangements 
are being made, with the approval 
of the Federal Court, to move all 
manufacturing operations of the gom- 
pany now being carried on at the 
Curtis Street plant to the Plamondon 
Division at 5301 South Western 
Avenue, Chicago. At the same time 
surplus machinery will be disposed 
of. 

This consolidation of manufactur- 
ing operations of the gear and re- 
ducer division in one modern, up-to- 
date plant will effect great savings in 
production costs and operating ex- 
penses and will speed up deliveries 
considerably. 

The Plamondon Plant, a new one- 
story building of very large floor 
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area, is located on a siding of the 
Chicago Belt Line Railway and is 
equipped with five heavy-duty cranes 
and many smaller cranes for han- 
dling materials and heavy equipment 
in a minimum time and at a minimum 
cost. 

The moving of the machinery will 
be made on a carefully planned 
schedule so that there will be no in- 
terruptions or delays in deliveries on 
customers’ orders. It is expected that 
the move will be completed by about 


October 1, 1932. 
x * x 


E. M. Miley Heads L. J. Miley 
Company 
Eugene M. Miley, brother of the 
late Louis J. Miley, brake lining pio- 
neer, has been elected president of 
the L. J. Miley Company, Incor- 
porated, Chicago. 





E. M. Miley 


Mr. Miley, an engineer by profes- 
sion, has for several years past 
directed the development and sale of 
heavy-duty linings for industrials, 
bus lines and trucks. He brought to 
the department knowledge of brak- 
ing problems and brake lining re- 
quirements based on years of experi- 


ence as development and operating 
engineer for one of the largest trans- 


portation companies. 
Ss 


National Tube Announces 
Changes 

The National Tube Company, 
Pittsburgh, has announced several 
changes in the personnel of its dis- 
trict sales forces. 

Edward Worcester, Jr., manager 
of sales at St. Louis, has been trans- 
ferred to Atlanta as sales manager, 
in which position he succeeds Henry 
P. Nelson, who has retired. 

F. O. Youngs, manager of sales at 
Denver, moves to St. Louis to suc- 
ceed Mr. Worcester. 

J. H. Morrison, sales agent at Salt 
Lake City, moves to Denver as man- 
ager of sales. 

William J. McKee, sales manager 
at Tulsa, Oklahoma, has been moved 
to New York City as assistant man- 
ager of sales to succeed C. F. Ro- 
land, who has resigned. 

Earle H. Smith, field engineer at 
Fort Worth, Texas, succeeds Mr. 
McKee as sales agent at Tulsa. 

W. S. Bitting, assistant sales man- 
ager at Philadelphia, has been ap- 
pointed manager of sales for that 
district. 

L. J. Gelsehenen, sales agent at 
Boston, has been made manager of 


sales of the Boston district. 
* ok * 


Bastian-Blessing Appoints 
Distributors 

The following franchise distribu- 
tors of Rego welding equipment have 
been appointed by the Bastian-Bless- 
ing Company, Chicago. Chapin Owen 
Company, Rochester, New York; H. 
D. Taylor Company, Buffalo; Nicols, 
Dean and Gregg Company, St. Paul, 
Minnesota; Motor Car Supply Com- 
pany, Charleston, West Virginia; 
Detroit Supply Company, Albany, 
New York; National Welding Equip- 
ment Company, Syracuse, New York; 
Mideke Supply Company, Oklahoma 
City, Oklahoma; Peden Company, 
Houston, Texas. 
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You See Sales — Your Customer 
Sees Savings — in this ALL 
PURPOSE BELT 





Built as it should be . . . that’s why the service it gives can be definitely figured 
in terms of worth while savings. Built as it should be . . . that’s why it means 
business now . . . and in the future . . . to supply houses that handle it. 


The Thermoid No. 400 All Purpose Belt has demonstrated its long life and high 
efficiency convincingly and conclusively in plants the country over. It has likewise 


demonstrated its salability . . . its value as a profit builder for distributors every- 
where! 


One grade . . . instead of two or three. One weight . . . instead of several. A 
wide market . . . that is constantly increasing. But . . . get the full facts from 
the Thermoid Catalog which describes and illustrates the complete Thermoid line. 


Mail the coupon now. 


THERMOID RUBBER COMPANY, Factories and Main Offices, TRENTON, N. J. 


hermol 


oe oe oe ee 
and BRAKE LINING 














THERMOID RUBBER COMPANY 
Trenton, New Jersey 
Gentlemen: 


I am interested in Thermoid products. Please send 
me complete information, 











I ccscinccencictniiccanes . 


Address . 
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Above—The Chil- 
ton Dwo- Safety 
Ladder as a step 
ladder, for TWO- 
MAN use if nec- 
essary. Note the 
platform for tools 
and fittings. 


Right—The Chil- 
ton Duo-Safety in 
use extended, for 
work at incon- 
venient heights. 


“Use a good ladder or 


stay on the ground” 









Results Were Amazing / 


That’s why this Distributor’s 
sales organization is enthused 


we CHILTON 


DUO-SAFETY LADDER 


eA. eading mid-western dis- 
tributor recently took over rep- 
resentation on The Chilton 
Duo-Safety Combination Step 
and Extension Ladder. 


Our field man, fortified with 
one of the attractive miniature 
Chilton Ladders, spent a few 
days with the distributor's 
salesmen, calling on the trade— 
and the results were amazing! 


Buyers immediately manifest- 
ed the keenest interest in the 
demonstration ladder. They lis- 
tened attentively to the story 
of Chilton. And they bought! 


Now this distributor's sales- 
men are enthused. They are 
pushing the Chilton at every 
opportunity—and their efforts 
are bringing real profits to the 
company. 


We are rapidily developing 
our distributor set-up, but there 
are many good territories still 
open. It will be to your inter- 
est to write for complete details 
about this wonderful new com- 
bination safety ladder made in 
14 sizes—and our attractive dis- 
tributor plan. Do it today. 


JOHN K. ARPS MFG. CO. 
Chilton, Wis. 


























Oberdorfer Introduces New 
Water System 

M. L. Oberdorfer Brass Company, 
Syracuse, New York, has announced a 
new water system complete with motor- 
driven pump, storage tank, automatic 
switches and necessary gauges. It is 
designed for use wherever water is 
drawn from a shallow well for do- 
mestic or farm use. 

An electric motor driven, bronze, 
herringbone gear pump is the power 
unit employed in the system. The 
standard outfit employs a % horse- 
power motor which will deliver up 
to 250 gallons per hour. Larger 
pumps equipped with correspondingly 
larger motors can be _ provided. 
Bronze is used in the pumping unit 
because of its ability to resist rust. 

It is claimed by the manufacturer 
that the simplicity of the unit makes 
it easy to install and service. There 
are only two moving parts in the 
pump—the two herringbone gears. 








Henry J. Belzer, representative of the John 

K. Arps Manufacturing Company, uses a 

model to demonstrate the Chilton Duo- 

Safety Ladder to Nathan Brown and Jim 

Christie of the Barrett-Christie Company, 
Chicago. 





Coated Abrasive Recommenda- 
tion Approved 

The required degree of acceptance 
has been accorded the current revi- 
sion of simplified practice recom- 
mendation R 89-32 covering coated 
abrasive products and it is to become 
effective on October 1, 1932. 

The original draft of this recom- 
mendation was formulated and de- 
veloped by the industry in 1928. The 
present changes were proposed by a 
representative standing committee of 
the industry for the purpose of bring- 
ing the recommendation into accord 
with current demand. 
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TWELVE YEARS 
OF SERVICE 


pumping over 100 million gallons 
of asphalt. Such a service record is 
proof of the efficient and depend- 
able performance of Roper Pump 
installations. Roper Pumps are de- 
signed and built to serve ... there’s 
one that will do your job, the way 
you want it done. Write 


GEO. D. ROPER CORPORATION 
460 Blackhawk Ave., 


Rockford Illinois 














Reed Appointed by American 
Steel and Wire 

Malcom W. Reed has been ap- 
pointed chief engineer of the Ameri- 
can Steel and Wire Company to 
succeed B. H. Lawrence, who goes 
to New York as assistant to John 
Hulst, a vice-president of the United 
States Steel Corporation. For sev- 
eral years, Mr. Reed has been an 
assistant manager in the Worcester, 
Massachusetts district for the Ameri- 
can Steel and Wire Company. 

* * * 


New Bulletin Describes 

Redesigned Scale Line 
The Kron Company, Bridgeport, 
Connecticut, is distributing a new 
bulletin describing its completely re- 
designed line of Kron automatic 
industrial scales. Included among the 
scales described and illustrated are 
dial track scales, portable pan, port- 
able platform, dormant platform, 
bench, hopper crane and pitless sus- 
pension types. All have been com- 
pletely redesigned, improved and 
strengthened and the dial and lever 


mechanism considerably simplified. 


® 6.6 


Maydole Discounts Increased 

The David Maydole Tool Corpora- 
tion of Norwich, New York, has an- 
nounced extensive reductions in the 
selling price to both distributors and 
dealers. ‘The new schedule and deal- 
ers’ price list which went into effect 
September Ist, applies on Maydole, 
Norwich, Octole and D. M. T. Ham- 
mers, and includes new low prices 
on Maydole Ball Pein Hammers. No 
change has been made in the discounts 
on Maydole chisels, punches, wrench- 
es and hatchets. 


* * * 


1931 Roofing Sales 

The Bureau of the Census an- 
nounces that, according to a prelim- 
inary tabulation of data collected in 
the Census of Manufacturers taken 
in 1932, the total production of 
built-up and roll roofing, asphalt 
shingles, and roof coatings other than 
paint, in the United States in 1931, 
was valued at $54,743,036, a de- 
crease of 45.8% as compared with 
$101,084,861 reported for 1929, the 
last preceding census year. 

The report states that there were 
83 manufacturers of this class of 
product in 1931 against a total of 
102 in 1929, a decrease of 18.6%. 


| 
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Can be Used as 
Drill or Hammer 


Here is a popular, fast moving specialty that will 
be a profitable addition to any distributors’ line 
of portable tools. 
is durable, 


sales and profit possibilities tremendously. 


Being a two-purpose tool that 


practical and efficient increases its 


The THOR ELECTRIC HAMMER can be used as 
It will drill, chip and 
channel concrete, brick, wood, etc. Very popular 


either a drill or hammer. 


for plumbing and electrical work, installing ma- 
chinery and office partitions, hanging signs and 
Also used 
for chipping steel plate, driving light rivets and 
for construction and demolition work. 


awnings and many other applications. 





Equipment includes 4%” Jacobs Chuck, 1s” Star 
Drill, Tool Holder and Ejector Pin and Carrying 


Case. 


The THOR LINE of ELECTRIC TOOLS is com- 
With it, 
thoroughly and efficiently. 


plete. you can cover all industries, 
The THOR Agency is 
profitable and attractive, and especially now, with 
better business conditions looming on the horizon, 
you should cash in on the popularity, performance 
and widespread use of THOR ELECTRIC TOOLS. 


Our Distributors’ proposition is fair and equitable. 
Let us send you complete details of it, together 


with a copy of our new Jobbers’ Catalog. 


INDEPENDENT 
PNEUMATIC TOOL CO. 


604. W. Jackson Blvd 


- CHICAGO: 
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AAS 
Only the ‘Sanne 


Quality Malleable 
Is used in the >, 





HAT 
is why 
Atlas users 
are rarely 
faced with the 
necessity for oo | 
placement of broken | 
castings—a mighty strong | 
sales point for Atlas Dis- 
tributors. 


Let us tell you more about Atlas 
movers and our very attractive 
and profitable distributor plan. 
Write today. 





APPLETON 
CAR MOVER COMPANY 
APPLETON, WIS. 








Bolt and screw 
buyers prefer to 
stick toONE line 


that is complete 





enough to provide 
for their varied r 
needs that S 


—and in quality 
and uniformity in 
dimensions, Otte- 
miller seeks first 
place. You don’t 
have to apologize 
for anything Otte- 
miller makes and 
ships. 








We also sell 
Dardelet Thread 


OTTEMILLER 
COMPANY 
York, Pa. 





| Company, Lancaster, 


Kieley and Mueller Appoints 
Agent 
Kieley and Mueller, Incorporated, 
of New York City, has appointed F. 
G. Hartley Company, Perkins Build- 
ing, Tacoma, Washington, agents for 
its line of pressure control devices 


| and allied specialties for the Pacific 
| Northwest. 


* * * 


Champion Blower Issues Catalog 

The Champion Blower and Forge 
Pennsylvania, 
has just issued a new 122-page cat- 
alog illustrating and describing its 
complete line. 

Products are well illustrated and 
completely described as to character- 
istics and markets. Many products 


| which did not appear in the com- 


pany’s last catalog are included. 


* * * 


New Rock Drill Catalog 


“Rock Drills and Sharpeners” is 
the title of a 32-page condensed cat- 
alog which consolidates in one volume 
essential information concerning In- 
gersoll-Rand equipment for drilling 
rock and for reconditioning drill 
steels. In addition to describing the 
various rock drills, including “Calyx” 


| core drills, the booklet covers all ac- 


Ottemiller 





| 


| 


| and 


cessory equipment and also contains 
instructions for correctly heat treat- 
ing drill steels. 


* * x 


Foote Brothers Revise Catalog 
Foote Brothers Gear and Machine 


| Company, Chicago, now has ready 


for distribution their new revised 302 
“Hygrade” worm gear speed reducer 
catalog. Revision of the catalog be- 
came necessary with the introduction 
of new hob equipment, which neces- 
sitated changes in ratios and ratings. 
The new standard “I X L” leak 
proof vertical worm gear reducer is 
one of the new additions to the “Hy- 
grade” line. 
* * * 


Price Sheet Complimented 

A combination price and informa- 
tion sheet issued by the Midland Tube 
Pipe Company, Bordentown, 
New Jersey, manufacturers of seam- 
less steel pipe, has solicited many 
complimentary remarks from distrib- 
| utors because of its compactness and 
| the wealth of information about the 
company’s products contained in it. 


Coppus Engineering Appoints 
Foley 

John B. Foley, Jr., has been ap- 
pointed representative for the Coppus 
Engineering Corporation of Worces- 
ter, Massachusetts. 

He will have charge of sales of 
Coppus blowers and turbines, Heat 
Killer cooling fans and Coppus-Anvis 
air filters in the Syracuse, New York, 
territory. 

a. 


Allis-Chalmers Tex-Book 

A booklet, the Tex-Book, giving 
engineering information and prices on 
Texrope Drives, has been issued by 
the Allis-Chalmers Manufacturing 
Company, Milwaukee. 

In addition to general information 
on these drives, the following sub- 
jects are covered: overload require- 
ments, data necessary to order a Tex- 
rope Drive, how to figure special 
drives, Texrope selections. In addi- 
tion, a series of tables covering fac- 
tors necessary in specifying drives 
are given, 

*k ok * 


1931 Sales of Files and Rasps 

A preliminary tabulation of data 
collected in the Census of Manufac- 
turers for 1931 shows the value of 
files and rasps produced in the 
United States in 1931 by establish- 
ments engaged primarily in the manu- 
facture of this class of products to be 
$6,831,791, a decrease of 48.9% as 
compared with $13,380,289 reported 
for 1929, the last census year. 

Metal working files comprise 
nearly all of this total, sales being 
$6,658,906. It is interesting to note 
that while production of metal work- 
ing files decreased 48.9% from 1929, 
wood working files decreased 56.3 % 
and other files and rasps 73.6%, 


other products and receipts for re- 
cutting and reshaping files decreased 
only 34.0% 


* * a” 


1931 Paint and Varnish Sales 

The Bureau of the Census an- 
nounces that, according to a prelimi- 
nary tabulation of data collected in 
the Census of Manufacturers in 1932, 
paints, varnishes and related products 
to the value of $356,670,000 were 
manufactured in the United States 
in 1931, a decrease of 38% as com- 
pared with $574,879,583 reported for 
1929, the last preceding census year. 
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Simplification Program Accepted 
by Pipe, Valve and Fitting 
Industry 

The revised simplified 

recommendation covering 


practice 
wrought 


iron and wrought steel pipe, valves | 





and fittings has been accorded the re- | 
quired degree of support by the in- | 
dustry and is to be effective from | 
October 1, 1932, according to an an- | 
nouncement by the division of sim- | 
plified practice of the Bureau of | 


Standards. 

This revision eliminates from the 
original recommendation the 3%-inch 
nominal inside diameter pipe from 
Table 3—“double extra-strong” pipe. 
The recommendation applies only to 
new installations and production of 
pipe. 

a 


Now Is the Time to Advertise 

“Now is the time to start advertis- 
ing. Start the machine in ‘first’ not 
later than September, shift to ‘second’ 
around the first of the year and then 
throw in to ‘high’ in April. 

“While this prescription cannot be 
applied to all industries alike, it will 


especially apply to all those individ- | 
ual manufacturers, merchants and in- | 


dustries which in recent months have 
been compelled through shortage of 


funds or conservation of resources 


to temporarily curtail or stop their 
advertising altogether. 

“Who will pay for this advertising, 
is a fair question to ask. The manu- 


facturer or merchant who does not | 


advertise will pay.” 


This is the statement of George H. 


Corliss, member of the bar, authority 
on merchandising, advertising and 
sales promotion manager of the J. A. 
Fay and Egan Company, Cincinnati, 
Ohio, the world’s oldest manufactur- 
ers of woodworking machinery. 

x * x 


New Line of Rubber Paints 


, ; — 
A new line of rubber paints, which 
has been developed very recently, is | 


thoroughly discussed in a recent bul- 
letin of The B. F. Goodrich Rubber 
Company, Akron, Ohio. 

Titled “Acidseal Paints” the bul- 
letin is a manual of recommendations 
for paint problems and tells about 
rubber derivatives that minimize the 
corrosive action of acids and alkalies 
on materials. 

These paints have as a base a com- 
mercial form of rubber isomer, devel- 
oped by the Goodrich laboratories, 








There's a BIG 
Market for the 




















FOLEYexrcSAW FILER 
One Machine Files All Kinds of Saws 


D ON’T overlook any of the nu- 
merous and varied types of 
industries that use saws and must 
keep them in perfect cutting con- 
dition. 

Railroads, metal and mining, elec- 
tric, packing, wood-working, pub- 
lishing and many other industries 
use the Foley Automatic Saw Filer. 
It cuts costs, increases production 
efficiency and lengthens the life of 
their saws. Files every tooth UNI 
FORM, automatically. 


You can make money on Foley Saw 
Filers. New low prices. 30-day free 
trial if desired. Write today for full 
information and special discounts to 
industrial distributors. 


Foley Manufacturing Co. 
46 Main St. N. E., Minneapolis, Minn. 





FOR 
RESALE 
ONLY. 





ISTRIBUTORS — Linear 
Packings form one of the 
strongest lines you can possibly 
have in your sales set-up today. 
Linear manufactures Piston and 
Sheet Packings to fill every 
conceivable requirement of 
your customers. Their efficient 
and low cost performance is 
widely recognized. 
You will like the Linear plan for 
distributors, including our strict re- 
sale policy, which guarantees you 
freedom from competition from 
source of supply and our liberal 


profit arrangement. Write for 
details. 
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ARM “a HAMMER 
Wrot Iron Anvils 


CRUCIBLE STEEL FACE 





Sold Through 


Distributors 


Prompt Shipments 
Made from Stock 


COLUMBUS ANVIL AND 
FORGING CO. 


Main Office and Plant 
115-129 FRANKFORT STREET 
COLUMBUS :: OHIO 


General Forgings 
of Wrought Iron and Steel 











Your Business Card 
for Each Salesman 


4 You could do no more effective advertis- 
ing, even though you appropriated thou- 
sands of dollars: yet business cards for your 
salesmen will probably cost but a small frac- 
tion of the price of an ad run but once. 

A Your business cards, done as illustrated, 
can be furnished by most printers and 


engravers in leading cities when Wiggins | 














| ley, general 


| 53 Fourth Street, 
_as its representative in the states of 


which imparts valuable properties not 
found in ordinary paint films and 
characterized as follows: 

(1) Exceptional properties of ad- 
hesion when applied to a properly 
prepared surface. 

(2) Dry in one hour to a hard firm 
film but retain to a remarkable de- 
gree the elastic properties of rubber 
and consequently conform to the ex- 
pansion and contraction of the sup- 
port. 

(3) Retaining the well known 
chemically resistant properties of rub- 
ber, they provide a protective coating 
that minimizes the corrosive action 
of acids, alkalies and chemical fumes. 
Film is not water absorbent. 

The bulletin discusses selection of 
proper paint and primer for various 
purposes, methods of application, in- 
gredients, describes finished results, 
spreads per gallon and operations in 
which different types have been used 
successfully. 


* * * 


Ferry Appoints Representative 
The Ferry Cap and Set Screw 


| Company has announced the appoint- 


ment on October 1 of A. B. Cox, 


Portland, Oregon, 


Washington and Oregon. Mr. Cox 
will not only handle the Ferry line 
of process screws but will also rep- 
resent the company on its new line 


of carriage and machine bolts. 


ok ok * 


Kester Solder Appoints New 
Sales Manager 
The Kester Solder Company, Chi- 
cago, has recently elected P. C. Rip- 
sales manager. Mr. 
Ripley, who has been associated with 


| the company for nearly eight years, 
'_ was formerly in charge of industrial 
| sales and product development. 


prs: “arg pacsorhnersehegne tyieeneinesingendl En Kester Solder Company, his wide- 


| spread knowledge of solder and its 


specified. If convenient, ask any paper mer- 
chant listed here to name the printer or 
engraver nearest you who can supply these, 
or write directly to us. 


The JOHN B. WIGGINS COMPANY 
(Originators of Scored Cards) 
1143 Fullerton Avenue Chicago 


New York City Wastingion, Do. Cc. 
Ric -—~ be Loesch Co. Baltimore 
The Barton, Duer & 


Koch Paper Co. 


tsburgh } 
The c hat eld & | 
w Grand Rapids 


oods Co. 


Cincinnatl Carpenter Paper Co. 


The Chatfield Paper Co. | Housto 
Detroit L. 8. Bosworth a Inc. 
Seaman-Patrick Los An 


Paper Co. Fine Paper He 4 Inc. 
Toledo, Dayton, Columbus, Cleveland 
The Central Ohio Paper Company 


socks” WIGGINS Since 


‘, —— 








| problems. 


During the time he has been with 


uses has been utilized by many manu- 
facturers with puzzling production 
This work in conjunction 


| with various production executives 
| has given him an insight into solder- 
| ing problems which should prove tre- 


mendously valuable to him in his new 


| capacity. 


Mr. Ripley is a recognized author- 
ity on the subject of solder and sol- 
dering, having written many widely 
published articles. Many of his ideas 


have formed the basis for basic solder 
patents. 

The business outlook from his com- 
pany’s standpoint, according to Mr. 
Ripley, is very encouraging, a defi- 
nite improvement having been noted 
in the last few months. 


x * @ 


Gamon Meter Company to Work 
with Worthington 

An arrangement has just been 
made for the joint use of the manu- 
facturing, engineering, sales and serv- 
ice facilities of the Meter Division of 
Worthington Pump and Machinery 
Corporation and those of the Gamon 
Meter Company, whose plant is lo- 
cated at 282 South Street, Newark. 
The sales staffs of both organiza- 
tions will report to and be directly 
responsible to George H. Gleeson, 
who will head up the meter sales 
activities of both companies, 





G. H. Gleeson 


The lines made by these two com- 
panies are supplemental to each other, 
with the result that the products of 
hoth companies will continue to be 
produced as heretofore and together 
will make a complete line of disc, cur- 
rent or turbine, compound and piston 
meters for measuring all liquids, such 
as hot and cold water, oil, grease, 
gasoline and brine. 


* 1 * 


Grinding Wheel Program 
Approved 

The division of simplified practice 
of the Bureau of Standards an- 
nounces the approval by the industry 
of simplified practice recommenda- 
tion R 45-32, covering grinding 
wheels, becoming effective October 1. 


x 
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Robert Klaas Joins Divine 
Brothers Company 
Organization 

Divine Brothers Company, manu- 
facturers of flexible grinding, polish- 
ing and buffing machinery, of Utica, 
New York, has recently added Rob- 
ert Klaas to the staff of their ma- 
chinery division. | 

Mr. Klaas has been connected in| 
various capacities with the polishing | 
industry all his life. Upon leaving | 
school, Mr. Klaas joined his father’s 
business as a cutlery importer. In| 
this connection he made a three-year 
study of cutlery methods in one of 
the prominent cutlery plants in Ger- 
many, spending a considerable part | 
of his time in grinding, polishing and 
buffing research. At the time of his 
return to this country he had risen to | 
managership of that plant. | 

Back in the United States, Mr. 
Klaas opened, in conjunction with | 
his father, the Klaas Cutlery Com- | 
pany, soon employing a staff of 165 | 
people. Later he bought out the | 
Joseph Ross Company, cutlery and | 
metal specialty manufacturers. He, 
developed an automatic polishing and | 
buffing machine, which enjoyed a! 
wide sale to some of the largest | 
manufacturers both in this country 
and Canada. This machine actively 
demonstrated to Mr. Klaas the future 
of automatic polishing and buffing | 
machinery and since that time he has | 
devoted his entire activities to this | 
project. 

Mr. Klaas comes to Divine Broth- 
ers Company from the Hammond | 
Machinery Builders of Kalamazoo, | 
Michigan. 


‘ | 


The Use of Market Statistics in’ 
Laying Out Sales Territories 
(Continued from page 13) 
to be low, although detailed investiga- 
tion might prove that either one or | 
both could be worked profitably. 

There remains of the counties bor- | 
dering on Hamilton, only Clermont | 
in Ohio and Boone in Kentucky. | 
Clermont county has but 22 plants of | 
below average size. As for Boone 
County, Kentucky, it will be noticed | 
that four plants were recorded there 
in 1927. Detailed figures for 1929 
are not available, because the law 
does not permit the revelation of any 
figures which might tend to reveal 
the manufacturing operations of any 
individual plant. (Turn to next page) 


ALLIGATOR 


TRADE MARK REG. U.S. PAT. OFFICE 


STEEL BELT LACING 


Nearly a thousand belts per hour are 
laced with Alligator Steel Belt Lacing, 
day in day out, year in year out. Easy, 
rapid application with a hammer as the 
only tool; the hammer-clinched, vise- 
like grip on the belt ends, preventing 
friction of the plies; the patented, sec- 
tional steel rocker pin which absorbs 
friction in the hinged joint; the great 
surplus of strength and long service— 
only Alligator Steel Belt Lacing com- 

bines these features which 

make it the choice of mil- 

lions of belt users. Reliable 

both on light and heavy 


rN 


~~ . duty drives. Eleven sizes. 
-. “JUST A > Made also in Monel Metal. 
Can —— — You can recommend it 
et HAMMER TO — “blind.” 
aS APPLY IT 2 
FLEXIBLE STEEL 
LACING COMPANY 


4633 Lexington Street 
CHICAGO, ILLINOIS 


In England at 135 Finsbury 
Pavement, London, E. C. 2 


‘TRADE MARK REGISTERED 


* ie Years aqo --- 
IMPROVED ano MIGHTIER 















3 an ail. 
iS Today once again 
IMPROVEDaND MIGHTIER STILL! 


Now the NEW TRIMO 
is stronger than we ever thought 
a pipe wrench could be! 





An enormous increase in the strength of our 1932 

roduct makes TRIMO a tool which you can 
faithfully sell as the most powerful implement 
for turning pipes that the world has ever seen. 


Hous your stock on TRIMO? 





Pipe Wrench 
Made by TRIMONT MFG. CO., Roxbury, Mass. 
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You Can‘t Go Wrong 


with this great two-some 
in your sales set-up 


MARVEL 


High-Speed Edge 
HACK SAW 
BLADES and 
HOLE SAWS 


have a record of 
performance that 
puts them in a 
class by them- 
selves. 























They are made 
from such high 
quality, such dur- 
able material and 
to such exacting 
standards of work- | 
manship that your | 
customers are 
guaranteed 100% 


efficiency. 





This is the time to investigate seriously 
these two great items. Their merits are 
immediately discernible. Their work will | 
bring the user back with repeat orders. | 
Last, but not least, the distributor’s prof- 
its on Marvel products are good. 


Write today for details. 





ARMSTRONG-BLUM MFG. CO. | 


“The Hack Saw People” 
3533 N. Francisco Ave., Chicago, U. S. A. 








To Distributor aceite | 
When you have gone through und 
issue of MILL SUPPLIES, ask your- | 
self if it would not be worth four | 
cents a man to you to be assured | 
that every one of your salesmen ob- | 
tained the full benefit of the many | 
sales-building helps it contains. 


At a cost of only four cents a month, 
you can (as hundreds of other dis- 
tributors are now doing) send MILL 
SUPPLIES to each one of your sales- 
men’s homes. There, in one or two 
evenings a month, they can absorb 
enough valuable information to re- 
pay you hundreds of times over for | 
the small expense you have incurred 
in sending the magazine to them. 








Send us today the names and ad- 
dresses of the men who should re- | 
ceive the Magazine. A bill will be 
sent you later. 


MILL SUPPLIES 


520 N. Michigan Ave., Chicago, Ill. 











| ton. There is 
Hamilton. Emergency deliveries are 


Let us see what we have added to 
our potential list if we include in the 
territory to be covered those coun- 
ties in Zone 2, that is, the ones im- 
mediately bordering on Hamilton. In 
the first place, we have added only 
454 prospects. They are more or less 
spread over 2,202 square miles or 
roughly, one for every five square 
miles. 

When considered as a whole, these 
plants will average, from all indica- 
tions, even larger than those located 
in Zone 1, or Hamilton County, but 
these figures are somewhat distorted 
by the above average figures in But- 
ler County, Ohio and Campbell 
County, Kentucky. 

The addition of only 454 potential 
customers does not, at first glance, 
appear worth the additional expense 
attendant upon such coverage. How- 


| ever, practical experience may prove 


otherwise. For instance, it may be 
possible to cut the meat from this 
group by concentrating on a few im- 
portant centers. If this is possible, 
the expense side of the picture will 
essume a much less gloomy aspect. 

In studying the map of these seven 
counties included in Zone 2, it is 
seen that there are but three cities 
having 10,000 population or more. 
Since census data is available for 
most cities of 10,000 population or 
over, we are able to find out what 
portian of the total manufacturing 
market in these seven counties could 
be obtained by merely covering these 
three cities. 

These three cities contain 254 of 
the 454 plants and they are well 
above the average, manufacturing 
$510,000 worth of products each and 
having an average value added by 
manufacture of $251,000. The aver- 
age number of employees per plant 
is 83, about twice that for the aver- 
age in Hamilton County. 

Covington, of course, is just over 
the river and within easy reach by 
truck. But in considering the cities 
of Hamilton and Middletown, we 
must check carefully to find out 
whether we are getting into the other 
fellow’s backyard and if we will 


| have to make price concessions to get 
| business. 


Hamilton is 23 miles from Cincin- 
nati by road and 35 miles from Day- 
one distributor in 


possible from either Cincinnati or 
Dayton with the balance in favor of 


Cincinnati from a mileage standpoint. 

Middletown is 22 miles from Day- 
ton and 36 from Cincinnati. The 
same condition exists as above with 
the balance favoring Dayton dis- 
tributors. 

It appears, at first glance, there- 
fore, that these two centers in Butler 
County will have to be studied rather 
carefully with a view to determining 
their buying tendencies. They seem 
to offer a worthwhile market at not 
too great a distance, but it is easily 
possible that actual conditions as de- 
termined in the field will alter this 
opinion. Our marketing figures have 
told us that here are two centers 
which should be invesigated among 
the first. 

Campbell County, Kentucky, can 
be covered by the Covington sales- 
man and his detailed reports, when 
matched against his sales expense and 
the estimated trucking expense, can 
be used to determine how much ter- 
ritory can be covered profitably. 

If we add the 63 plants in Camp- 
bell County to the 254 in the cities of 
Covington, Hamilton and Middle- 
town, there remain only 137 plants in 
the rest of the territory described as 
Zone 2. A study of sales records and 
salesmens’ reports will go far toward 
determining how many of these 
plants can be covered economically. 

Having disposed of the immediate 
bordering counties, or Zone 2, the 
next logical step for our Cincinnati 
distributor is to look at those counties 
in the next surrounding band. There 
are 14 included in this group as 
shown on the map, five in Ohio, four 
in Kentucky and five in Indiana. 

A glance at the table on page 12 
brings out the important fact that of 
the 720 plants in these 14 counties, 
520 of them appear in one county, 
Montgomery, Ohio. As a matter of 
fact 475 of these 720 are located in 
Dayton proper. 

Whether or not a Cincinnati dis- 
tributor can afford to compete with 
local distributors for the Dayton 
market is a question that can be de- 
cided only after careful consideration 
of all existing factors. Surely local 
Dayton distributors have certain defi- 
nite advantages and if, in order to 
offset these advantages, it is neces- 
sary to grant price concessions, it is 
not economically sound for the Cin- 
cinnati distributor to enter into com- 
petition for this market. 

In Zone 3, outside of Montgomery 
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1905 (Strand 1932 | 


FLEXIBLE SHAFT | 





MACHINES 
1/8 to 2 H. P. 
for 
GRINDING | 
POLISHING | 
ROTARY | 
FILING | 
SANDING _ | 
DRILLING | 
SCREW | 
DRIVING | 
oo, NUT SETTING 
and | 
CHEAP Many Other 
MACHINES Operations 
ARE 
EXPENSIVE 
AT ANY 
PRICE 
BUY THE 
BEST 
IT PAYS 





SEND FOR 
56 PAGE CATALOG 


N. A. STRAND & CO. 
MANUFACTURERS 
5001 No. Lincoln St., Chicago 








Copper, Aluminum 
& Brass Tubing 
Up to 3” O.D. 


Brass & Copper Pipe 
Dehydrated Tubing 
Fabricated Tube Parts 
Copper Water Tubing 
Oil Burner Tubing 
Soldering Lugs & Sleeves 
Fin & Condensor Tubes 


Fast Delivery 
from stock 


26 Sules Offices 






1451 Central 
Avenue 


County, there are 200 plants spread 
over 3,890 square miles. With the 
exception of Greene and Preble 


| Counties, Ohio, and Ripley County, 


Indiana, Zone 3 shows little promise 
and even these counties are closer to 


| other distributing centers. 


The plants mentioned throughout 
this discussion 
plants only. Railroad, electric and 
steam; mines and quarries; contract- 
ors and other service industries are 
not included. Figures for some par- 
ticular counties may be altered some- 


what if these prospects are consid- | 
ered but, by and large, the concentra- | 
| tion of service industries follows very 
| closely the manufacturing industries. | 


A study of the map and tables has 
indicated that our theoretical Cincin- 
nati distributor should find the bulk 
ef his business in his home county 


| and that a careful study of existing 


and potential business in outside 
counties would be advisable before 


| expansion of territory was finally de- 
_ cided on. 


In considering such expan- 


sion, the distributor should carefully 


| weigh potential business against esti- 
| mated sales expense. | 


The solution may be in the adop- 


| tion of a plan featuring varying call 
| intervals 


supplemented by  direct- 
mail and other promotional effort in 
those territories in which the con- 
centration of prospects is the lowest. 


However, the problem must be de- | 


cided by each distributor after he has 
weighed all the known factors. 

It has not been the purpose of 
this article to convey the impression 
that statistics such as we have used 
throughout will yield a conclusive an- 
swer as to which territories will be 
profitable and which unprofitable. It 
is rather our purpose to encourage 
their use as a preliminary step in the 
making of a sales plan which will 
assure complete coverage of those 
plants from which business can be 
gotten at a profit, and which 
assure the elimination of those plants 
from the prospect list which are so 
widely dispersed or located at such 
a great distance that they can be cov- 
ered only at excessive cost. 

Distributors can only hope to im- 
prove their position as sales repre- 
sentatives of manufacturers by insur- 
ing a legitimate profit on each sale, 
and the sooner each one actually de- 
termines his logical territory, the | 
sooner will that profit be assured. 


are manufacturing | 


will | 





DISTRIBUTORS 


HERE IS A FAST SELLING 
AND PROFITABLE 
LINE 


Ball Bearing 
Portable Electric 
Blower 











$45.00 
Order 


one on 
10 DAYS 
FREE 
TRIAL 


The new “Marvel” Modei 
No. 2 Air Cooled Ball 
Bearing Blower outfit for 
$45 list. Designed espe- 
cially for all classes of 
industrial use and in big 
demand by your custom- 
ers for blowing dust and 
dirt out of machinery. 
motors, generators, 
switch boards, looms, etc. 
Liberal profits and fast 
turn over. 
Model No. 
$60.00. 


3 Sells for 


Electric 
Blower 
Company 


352 Atlantic Ave., 
Boston 9, Mass. 
U.S. A. 














Distributors— 


The “Scramble” 
Will Be Keen as Ever 


Present markets indicate a gradual, 
but steady betterment in business 
conditions. 





But even with improving conditions, 
the scramble for orders will be just 
as keen as in the past. Your custom- 
ers and prospects, more so than ever 
before, will be on their toes to keep 
operating costs at the lowest possible 
point. 

Are you 
demands? 


Genuine Hettrick 
Stitched Canvas Belting 


(including HETMACO, our new 
transmission belt) 

will fit perfectly into every economy 
program. You can fill the most exact- 
ing requirements of industrials for real 
efficiency (at minimum cost) in belting 
for transmission, elevating and convey 
ing purposes with the Genuine Hettrick 
Line-—-at decidedly worth while 

to yourself, . 


prepared to meet their 





profits 


Get set now. Write for complete in 
formation on our line and our attrae 
tive distributor terms today. 


| (See our Exhibit on Page 121 
of the 1932 MILL SUPPLIES 
CATALOG & DIRECTORY.) 


HETTRICK MFG. CO. 


Summit and Magnolia Sts., 
TOLEDO, OHIO 
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